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N.Y. INVESTORS LOST 
NOTHING IN ERA OF 
PROMOTION, SAYS BUTLER 


Retiring Chief Examiner of Fire 
Companies Praises Department 
at His Dinner 


JAS. J. HOEY TOASTMASTER 


Fifty Companies From 1926 to 
Boom’s End Not Permitted to 
Sell Stock 


Between the fall of 1926 and the fall of 
1929 fifty new fire and casualty compa- 
nies were organized in New York state; 
half a dozen were on the verge of com- 
plete organization but did not start busi- 
ness: and fifty were never permitted to 
get so far as to sell stock. At a dinner 
given to Albert N. Butler, retiring chief 
examiner of fire and marine companies 
for the New York Insurance Depart- 
ment, held at the Hotel Astor on Tues- 
day night, Mr. Butler said that investors 
had not lost one dollar as a result of all 
this financial activity. This he regarded 
as a fine tribute to the Department’s 
efficiency. 








The dinner to Mr. Butler was a unique 
affair as it was attended by almost 300 
men, including fire, marine and casualty 
people, and also some from Wall street. 
James J. Hoey of Hoey & Ellison was 
toastmaster and the speakers were Rob- 
ert P. Barbour, Northern Assurance, for 
fire; A. Duncan Reid, Globe Indemnity, 
for casualty; Col. Archibald G. Thatcher, 
for marine; James A. Beha, former su- 
perintendent, who made Mr. Butler chief 
examiner, and Superintendent Conway. 
It was an‘extraordinary turnout for a re- 
tiring departmental executive. 


Mr. Butler’s Talk 


In his talk Mr. Butler said. in part: 
“The Department is the intermediary 
between the companies and the public. 
It cannot serve the public without fun- 
damentally benefitting your business. It 
Is truly regrettable to my mind that 
there is not a more general understand- 
ing of the more constructive phases of 
the Department’s operations. Many of 
its finest achievements are never fully 
appreciated because they are not accom- 
panied by any fanfare of ostentation. 
“During the past several years when 
a golden flood of new capital was being 
extracted from the investing public the 
surance business had its full share of 
unscrupulous professional high-pressure 
Promoters and organizers, but not one 
Single dollar was lost to any investor in 
New York through the promotion of any 
surance company—life, fire or casualty. 


I have always believed that this unob- 
'rusive accomplishment of the Depart- 
Ment under the successive administra- 
= Mr. Beha and Mr. Conway rep- 
esented 


! a perfect exemplification of con- 
(Continued on Page 32) 
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A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 
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“THE MAN WHO 
TAKES A CHANCE” 


Americans see opportunities that exist for the 
They have read the 
story of America, which told of poverty at the be- 


ginning, — industry, frugality, economy, education, 


citizens in no other country. 


experience, training, — and then success, progress, 
and the accumulation of wealth. Americans, as a class, 
take a chance. The man who takes a chance must 
protect his family by life insurance. 


President Wm. A. Law, at General Agents’ 
Conference in Philadelphia. 





WM. A. LAW, President 


WM. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 





The Penn Mutual Life Insurance Company 


Philadelphia 


Independence Square Philadelphia 














UNITED FOUNDERS REVEALED 
AS LARGE HOLDER OF TWO 
LIFE COMPANY SECURITIES 


Important Factor In Insurance In- 
vestment With 242,000 Of 
Insuranshares Companies 


EXPECT MORE PUBLICITY 


Lincoln National And Missouri 
State Head Life Company Hold- 
ings Of Founders Group 











The publication this week by the 
United Founders Corporation of its port- 
folio of insurance stocks is particularly 
interesting to the insurance business be- 
cause it reveals the United Founders and 


‘its subsidiaries, the chief one of which 


is the American Founders Corporation, 
as perhaps the largest holder among in- 
vestment trusts of diversified insurance 
stocks next to the Insuranshares Cor- 
poration of Delaware and the Insuran- 
shares Certificates Inc. The United 
Founders is made a still more important 
factor as a holder of insurance stocks 
by reason of its ownership of 222,000 
shares of the Insuranshares Corporation 
of Delaware and 20,000 shares of Insur- 
anshares & General 


Management Cor- 


poration. 
What Life Stocks Are Held 

The largest direct holding of life in- 
surance company stock by the United 
Founders is revealed as 4,495 shares of 
the Lincoln National Life of Ft. Wayne, 
Ind., of which Arthur F. Hall is presi- 
dent and the chief organizer of the com- 
pany. The United Founders group is 
represented on the board of the com- 
pany and the investment and research 
department of United Founders is avail- 
able to the company in its investment 
department. The next largest life in- 
surance holding is 3,000 shares of the 
Missouri State Life, which is controlled 
by the Rogers Caldwell interests. There 
is also a total of 867 shares of the Life 
Insurance Co. of Virginia, 203 shares of 
the National Life and Accident and 93 
shares of the Travelers. 

The United Founders holds larger 
amounts of fire insurance company 
stocks among them being: Aetna 14,770; 
Continental, 4,200; Fidelity Phenix, 3.- 
500; American Alliance, 2,982. It also 
holds 7,752 shares of the Maryland Cas- 
ualty. 


Would Reveal Trust Holdings 


The recent opinion of the attorney 
general of New York state that invest- 


ment trusts should make public their 
portfolios of security holdings either 


quarterly or semi-annually is expected 
to result in a more general publication 
of holdings and will show to what ex- 
tent investment trusts have absorbed 
insurance stocks and which companies 
are selected. The New York Stock Ex- 
change requires investment trusts list- 
ed on the board to furnish full informa- 
(Continued on Page 8) 
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out of darkest Africa emerged John Smith, Aged 48, eager to be back to family 
ich civilization. As his boat docked at the great metropolis however, it was evident 
by his expression that something worried him. He _ instructed the taxi driver to 

hasten. At his office he hurriedly a the safe and 


anxiously inspected a paper. “I thought so!” he mur- 





Mike 


shoee 


mured, “but I'll call them up—Central, give me Chickering 


2384.” “Yes,” said we. ‘‘What shall I do?” he ex- 
claimed, “over a year ago I bought a life insurance 
policy in your company and it is now 59 days past the 
premium due date, I need the insurance and can’t write a check for the amount!” 
“Have you 94 cents?” we queried. “Certainly!” said he, “but what has that got to 
do with it?” ‘This much” we answered, “send us 94 cents for even $1000 you 
want to keep in force, and we will send you a receipt for another year’s protection.” 
“How do you do it without a health certificate?” he asked. ‘And shai not all!” 
we continued, “there’s still awother 30 days! Drop in some time and we will 
tell you the story of The Three Graces and — Organized Service— The Keane- 
Patterson pene: Massachusetts Mutual Life Insurance Company, at 225 West 


Thirty-Fourth Street, New York City. Branches also at Two Twenty-Five Broadway, 


60 John Street, 566 Courtlandt Ave.. 226 Main Street, White Plains, Telephone 9086. 
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VISUAL TRAINING 
In LIFE INSURANCE 


By H. G. KENAGY, 


Life Insurance Sales Research Bureau 


Following its annual meeting in Chi- 
cazo last October the Life Insurance 
Sales Research Bureau announced the 
undertaking of a complete educational 
course for new agents in the form of 
side films. Already the stamp of ap- 
proval has been put upon the project by 
the fact that, to date, sixty of its mem- 
bers are using one or more units of 
the service and many are laying plans 
for gradual introduction of the service 
into practically all of their agencies. The 
Bureau believes that life insurance, 
though somewhat less than 


tangible 


Training 


attomobiles, pianos, radios, pickles, or 
toothbrushes, can use to advantage a 
training method which has been so ef- 
lective in these and many other lines of 
business. 

Visual education, while new to life in- 
surance, is not new to salesman train- 
ing nor to educational method in the 
public schools. Educators have known 
lor years that there is almost exact 
truth in the ancient Chinese proverb, 
attributed to Confucius, “a picture is 
worth ten thousand words.” They have 
lemonstrated, by scientific experiments, 
tht “the eye is smarter than the ear 
and has a better memory.” Today in 
the public schools the visual method is 
wed to teach geography, history, biol- 
y, physics—practically all the sub- 
ects of the curriculum. In the profes- 
‘ons, too, such as medicine, surgery and 
entistry, lighted pictures have proved 
t immense practical value. 

An Investigation of Selling Fields 
The Bureau’s conviction of the use- 
tulness of the visual method for train- 
ig Insurance agents came as a result of 
‘N Investigation of its use in other fields 
t sellin It found, for example, many 
at the prominent automobile manufac- 
lrers spending thousands of dollars in 
the development of educational films 
use with their dealers and salesmen. 
‘found films being used successfully to 
fan bond salesmen, office equipment 
‘alesmen, refrigerator salesmen, demon- 
‘trator salesladies for women’s under- 
Near, and many other types of sales- 
ry It was evident that the produce 
‘ld was not significant—it was the 


method of getting across the ideas-and 





sales practices which the salesmen 
should learn and retain. 

A few insurance companies—notably 
the Connecticut General—-had been using 
slidefilms to carry to the company’s 
agents specific instructions on important 
elements in underwriting practice. The 
results had been so satisfactory as to 
leave no doubt that much of the agent’s 
job could be pictured with equal effec- 
tiveness. When the idea was demon- 
strated at the joint annual meeting of 
the Research Bureau and the Associa- 
tion of Life Agency Officers, there was 





a new man through slidefilms 


aroused the interest out of which the 
present project has developed. 
L. B. Hendershot 


The Bureau immediately sought a life 
insurance educator with experience in 
visual education to undertake the pro- 
duction of the actual slidefilms. It 
found him in the person of L. B. Hen- 
dershot, educational director for the 
Connecticut General. For more than a 
year he has been at work, studving film 
production and projection as well as pro- 
ducing “scenarios.” Much of his time 
has been spent in the field consulting 
educational men and agency officials. 

The Bureau has available for study 
practically all the worthwhile training 
courses in existence, and the active help 
of the most able educators in the field. 
Some twenty of them form an advisory 
committee whose members actively assist 
in film production. 

In producing the films, and in plan- 
ning their use, the Bureau has had in 
mind not only the new agent to be 
trained but the agency manager who is 
responsible primarily for that training. 
It realizes that the big problem today 
is to equip new agents as quickly as 
possible for effective selling. It real- 
izes also that most managers are not 
good teachers and want specific, definite 
assistance in carrying on the necessary 
educational work. 


Covering Fundamentals 
Consequently, the series of slidefilms 
will cover only such groundwork— 
fundamentals—as are absolutely neces- 
sary to an understanding of life insur- 
ance. service, most of the films being 


given over to practical selling ideas and 
plans. Furthermore, the series has been 
planned according to the order in which 
the subjects should be taught. Keeping 
in mind the three major problems in 
the mind of the new agent, the films 
will answer progressively the questions: 





ance, and so forth. Later on, to get 
the new agent started right in field work, 
special films will deal with planning 
work, handling the interview, keeping 
records, keeping mentally and physically 
fit, and similar subjects. Such subjects 


as business insurance and co-operation 


Care should be taken 
to get more than 
mere “‘names” 


Film showing need of getting complete facts in prospecting 


“To whom do I sell?” “What have I to 
sell?” “How do I go about it?” 

With each film goes an instructor’s 
guide which explains the films in detail, 
suggests points for amplification, and 
particularly emphasizes how to fit it into 
the local situation. 

The five subjects already completed 
indicate something of how the whole 
problem has been conceived and the way 
in which the course is being made prac- 
tically useful. First comes “You and 
Your Future”—a story of life insurance 
selling as a career. Many agency man- 
agers use this film entirely in recruiting; 
others use it aS an introduction to the 
training course. Volume Two of the 
film library presents “Profitable Pros- 
pecting.” It sells the need for good 


prospecting, then illustrates and ex- 
plains the usually accepted methods. 
“Why People Buy Life Insurance,” 


which is Volume Three, presents an ele- 
mentary but effective outline of the sim- 
pler “needs” for life insurance. Volume 
Four, “The Picture of the Prospect,” ap- 
plies this information to three typical 
cases and shows the agent how to dis- 
cover and diagnose needs. Volume 
Five, “Prescribing the Plan,” explains 
how life insurance meets the various 
needs, and shows the importance of un- 
derstanding policy forms and modes of 
settlement. 
Selling 

From this point the films will begin 
to deal with selling. After a presenta- 
tion of how to build a sales talk, the 
foundation of which is already laid in 
the emphasis upon “diagnosing needs,” 
the following volumes will deal in suc- 
cession with how to sell family income 
insurance, how to se]] educational insur- 


with trust companies will be reached 
only at the end of the series. 

A picture illustrating this article shows 
the film in a manager’s office—across his 
own desk—without drawing a shade or 
turning out the lights. This is especial- 
ly effective before one, two or three 
men, making a small group. For larger 
groups the pictures are flashed against 
a wall. One of the films, “Profitable 
Prospecting,” contains sixty-nine slides. 
Each slide illustrates a phase of pros- 
pecting. A sample slide in this film is 
reproduced in this article. It is cap- 
tioned, “Care Should Be Taken to Get 
More Than Mere ‘Names.’” With this 
slide is flashed the following comment: 
“How would you go about selling John 
Anderson, a prospect? Can he pay? 
Can he pass? Has he a need? Is he 
the right type for you? You haven't the 
slightest idea.” 

While the Bureau is pushing the film 
course with more than usual effort, be- 
lieving that most of its member compa- 
nies can use the service to great advan- 
tage, yet it has no illusions on the sub- 
ject. It knows that lighted pictures have 
no magic in themselves. It knows that 
the films alone are lifeless, cold. No 
new agent will ever become a successful 
producer by merely looking at them. 
Life and warmth and color must be 
added before they can achieve their pur- 
pose. This must be supplied by the 
manager himself. The film library sup- 
plies the basic information, a track to 
run on, and a vehicle for imparting in- 
struction which is superior to any other 
now in existence. With the addition of 
his personality, enthusiasm, and knowl- 
edge of the individual agent being 
trained, the manager should be able to 
get results otherwise impossible. 
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E. L. Bernays Addresses 
Rosenstein Agency 


DISCUSSES PUBLIC RELATIONS 
Equitable Society po Group Are 
Advised to Adjust Themselves to 
Clientele’s Ideas 


The ageney force 


of the A. Rosenstein 
y of the Equitable Society at No. 
12 Fifth avenue, New York City, turned 
00%? at the meeting Tuesday morn- 
hear Edward L. Bernays, public 
relations expert, discuss “How Public 
Relations Can He lp the Life Underwrit- 
er.” His address “ Id the agency’s close 
a n and excited considerable inter- 
Two officials from the Equitable 
| ffice vy in attendance: Vice- 
President Albert G. Borden and Educa- 
mal 1) tor Arthur M. Spalding. 
\ Bernays told how today’s sales- 
in is 1 ly judged by the product 
| has t sell and his knowledge of it, 
by many other things, his appear- 
his contacts with outside activities, 
res iffairs of public concern. 
Bon able to put over a good. sales 
will not be enough to make the 
sale; there must be something behind 
the talk to attract the prospect. If the 
! has a mmon interest or view- 
Ss reat help, said Mr. Ber- 
\ If he is working with millionaires 
dress the part and take an 
in the things millionaires are 
| th; if he is working with a 
lass of people, he must adjust 
lf irdingly 
rl lopment f public 


( relations 
was traced briefiy by Mr. Bernays. He 


told hoy ifter the war big business 
realized tl importance of such rela- 
s and nted out that just as cor- 

an use them, so can the in- 

lual Th idual, he said, can 

sh nsiderable prestige on the 

le that cannot help but favorably 


nis DUSINESS 


Selection of Group 


l liscussit the life underwriter’s 
iblic relations, Mr. Bernavs said that 
the agent’s first job is to form an ob- 
i He knows wher he wants t 

ind he must tal considerable sila 

to find the best wav there Then, and 
this is important, said the speaker, he 


ust vhat kind of group he wants 
. what group he can 
work with most con 
must practice pub 
ns with this group, adjust him- 


‘ceived notions of the 
ple he is working with. He 
penne 11 "SS 1 act rdance with their 
eas, take an interest in the same 
thing nake himself one of them Any 
fhices he will hold in the community 
will naturally heighten his prestige. 
\fter the adjustment has been made, 
the agent, said Mr. Bernays, must studv 
the group individually to know what type 
of appeal can be used most effectively 
with them. They will react to certain 
thins s and be absolutely cold to others. 
There again, the speaker said, the agent 
must use tact, he must know his man 
thoroughly His knowledge of insur- 
ance and his equipment will then be 
needed to close the case, the favorable 
impression having been aroused 


GETS CONTROL OF GERMAN CO. 
The Assicura 


leading 


ziont Generali, one of the 
companies in Italy, has secured 
control of the Aachen-Leipziger Life. 
The shares of this company have been 
acquired partly by the Assicurazioni 
Generali and partly by the Deutscher 
Lloyd, the German subsidiary of the 
Assicurazioni Generali 
The Aachen-Leipziger Life will change 
its name to Deutscher Llovd Lebensver- 
sicherungsbank A. G. and will closely 
co-operate with the German Lloyd. 
Manager Schoebe of the Deutscher 
Lloyd has become a member of the 
management of the Deutscher Lloyd 
Life. The chairman of the board of the 
Deutscher Lloyd, Director Hans Kramer, 
has also become a member of the board 


of the Deutscher Lloyd Life. 
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WILLIAM WRIGLEY’S OPINION 





“Equiowa” Prints a Strong Endorse- 
ment of Life Insurance by Gum 
Manufacturer 
The strong endorsement of life insur- 
ance of William Wrigley, Jr., is printed 
in the current issue of “Equiowa.” The 
internationally known manufacturer and 

financier says: 

“I highly endorse life insurance be- 
cause it is an institution offering a ser- 
vice that is available to the public at 
large. Life insurance is so designed and 
so constructed that merchant prince or 
humble layman alike enjoys its complete 
privileges. The latter selects his policy 
on precisely the same basis as the for- 
mer, regardless of face amount, because 
quantity buying, middlemen, discounting 
and similar methods that creep into oth- 
er commercial enterprises have never 
been tolerated in the life insurance world. 
I took out my first policy when I was 
eighteen years of age. It is still in force, 
accumulating additional insurance year- 
ly.” 


BUYS INSURANCE AT COUNTER 

A prominent business man of Los 
Angeles recently walked into an agency 
of the Occidental Life and signed an ap- 
plication for $100,000, writing a check 


for the premium, On inquiry it was 
found that he already carried $150,000 
bought the same way in six different 
policies, without any solicitation on the 
part of an agent. 





MARKETING EXECUTIVES 





John A. Stevenson Is President of Or- 
ganization; Members in Many 
Walks of Business 

John A. Stevenson, Penn Mutual gen- 
eral agent, Philadelphia, is president of 
the Marketing Executives Society. It 
is a conference body of the distributor 
executives of many lines of business, 
including life insurance. Mr. Stevenson 
and H. D. Hart, vice-president of the 
Penn Mutual, attended last week’s peri- 
odic meeting of the Marketing Execu- 
tives’ Society. 





BEERS & DELONG CLASS 


Beers & DeLong, general agents for 
the Mutual Benefit in New York City, 
started a new training class last week 
and several experienced agents as well 
as beginners registered for the course. 
The instructors are W. H. Beers, C. P. 
Dawson, manager of the agency’s up- 
town group, and L. G. Correll, assistant 
manager. 


HEAR E. PAUL HUTTINGER 

The insurance class of the Wharton 
School of Finance, University of Penn. 
sylvania, Philadelphia, was told abou 
“The Legal Aspect of Insurance Agency" 
by E. Paul Huttinger, assistant to the 
vice-president of the Penn Mutual. Mr, 
Huttinger is a member of the bar ip 
Pennsylvania and is a well known lec. 
turer on legal subjects in Philadelphia, 
The lecture was designed primarily to 
inform life insurance students of their 
legal responsibility to the company em- 
ploying them and to the clients who give 
them business; and emphasis was laid 
on the necessity for reconciliation of 
the salesman’s naturally impulsive haste 
to conclude a transaction, with the legal 
restraint and care necessary to effectu- 
ating a valid contract. 





BROOKLYN NATIONAL GAINS 


Brooklyn National Life carried on an 
intensive sales campaign during the 
month of April and returns indicate that 
applications were turned in for approxi- 
mately $2,400,000 insurance. This fig 
ure is 35% in excess of the applied for 
business during any previous month in 
the history of the company. 
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value of his estate. 


Why not try this 


“Bur I already carry adequate insurance, 


now on I’m going to use my surplus funds to build up my security 


In many cases clients make this statement because they are 


unaware of the possibilities of Life Insurance Trusts. 


In such cases why not suggest to your client the creation of an 
Irving Funded Life Insurance Trust? 


This Trust will enable him to pay premiums on additional insur- 


ance out of the income from his investments and so increase the total 


Under this Trust the Company will handle the payment of pre- 
miums, thus insuring him against the lapse of his insurance policies, 


and will invest dividends as he directs. 
He will appreciate your suggestion. 
The Irving Trust Business Extension Department 

will be glad to cooperate with life insurance under- 


writers on any problems of mutual interest. Room 
520, Woolworth Building, Phone Whitehall 6800 


IRVING TRUST COMPANY 


New York. 








” says your client. 
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Union Central’s New 
Disability Rates 


RULES FOR NEW PROVISIONS 





Company States Conditions Under 
Which New Disability Provisions May 
Be Issued After June 30 





The Union Central Life will put its 
new disability provisions and rates into 
effect July 1, conforming to the date 
when the standard disability provisions 
go into effect. The old provisions may 
be used up to and including June 30. 
The following gives a comparison of 
the new and old rates at selected ages: 
Ordinary Life 


Annuity Waiver 


Age New Clause Old Clause 
) cer rr $3.6) $3.17 
ree 4.61 3.68 
Be oc cocnlew means 6.34 4.74 
rs ee 9.37 8.33 
Waiver Only 
Age New Clause Old Clause 
1 RO ee 54 $ .37 
5 SO ERE 83 59 
RC ne 1.47 1.16 
| pee 2.97 3.77 


The Union Central describes the dif- 
ference between the old and new pro- 
visions in the following: 

Under the new clause there is a four 
months’ waiting period at the end of 
which total disability will be deemed to 
be permanent, Payment of disability 
benefits begins at the end of the fourth 
month. 

In no case will benefits be paid for 
the waiting period. 

Under the new disability clause there 
are no benefits if disability occurs after 
the policy anniversary nearest age 60. 

Rates are double for female risks. The 
clause becomes null and void in the event 
of marriage if the insured is a female. 

The clause does not apply if disability 
occurs as a result, directly or indirectly, 
of service, travel or flight in any species 
of aircraft except as a fare-paying pas- 
senger. 

Under the new clause disability bene- 
fits may be dated back one year prior 
to receipt of written notice of disability 
(but not to include the waiting period), 
whereas under the old clause such ben- 
efits could be dated back no longer than 
six months period to receipt of proof. 

Term policies now in force with disa- 

bility provisions will be considered for 
conversion with the privilege of retain- 
ing the present disability benefits on the 
new plan of insurance if conversion is 
completed prior to June 30. 1930. Term 
policies now in force with disability ben- 
efits and converted subsequent to June 
0 will be considered only for disability 
under the new clause. 
_ Policies on permanent plans, includ- 
ing the productive period protection plan, 
which are now in force without disa- 
bility benefits will be considered for dis- 
ability under the present clause prior 
to June 30, 1930. Requests for disabil- 
ity benefits on permanent plans now in 
force without the benefits will be con- 
sidered only under the new clause, sub- 
sequent to June 30. 

A policy on the permanent plan of in- 
surance and carrying disability benefits 
under the present clause may be changed 
toa higher premium plan subseauent to 
lune 30 and still retain the disability 
benefits under the present clause. 





REPORT ON DISABILITY 





Retail Credit Co. to Meet Demand for 
Full Information on Amount of 
Disability Income 


Since the adoption of standard disa- 
bility provisions in life policies the com- 
Panies are checking more closely the 
amount of disability income that the ap- 
Dlicant has and to meet this demand for 
full information the Retail Credit Co., 
which furnishes reports to companies, 
‘as inserted in inspection report blanks 


questions which will bring out this in- 
Ormation, 








Career Of New Actuarial President 


Wendell M. Strong, new president of 
the Actuarial Society of America, was 
an instructor in mathematics at Yale and 
co-author of two books on mathematics 
before he entered the insurance field. 


He is now associate actuary of the Mu- 
tual Life of New York. 
Mr. Strong was born in Indianapolis. 





; Marceau, N. Y. 
WENDELL M. STRONG 


He was graduated from Yale with a de- 
gree of B.A. in 1893, and received his 
M.A. from Cornell in 1894. He was a 
fellow in mathematics in Yale in 1894-5 
and received a Ph.D. from Yale in 1898 
and an LL.B. from New York Univer- 
sity in 1903. 

Mr. Strong’s membership in the Yale 


faculty was from 1895 to 1900 when he 
entered the actuarial department of the 
Mutual Life. During this period he was 
the author, with Andrew W. Phillips, 
of “Trigonometry” and “Logarithmic and 
Trigonometric Tables.” In 1904 he was 
made assistant actuary of the Mutual 
Life. 

In 1909 Mr. Strong became editor of 
the Transactions of the Actuarial So- 
ciety, a position which he held until 
1916, when he became secretary. He 
continued in that office until 1922, when 
he was made vice-president, serving from 
1922 to 1924, and again from 1926 to 
1928. He has delivered many papers be- 
fore the society, many of them dealing 
with legal decisions, 

At the International Congress of Ac- 
tuaries in Stockholm in June Mr. Strong 
expects to be present. Mr. Strong is 
a fellow of the American Institute of 
Actuaries and the Casualty Actuarial So- 
ciety. 





ON WAY TO COAST 





William Montgomery of Acacia Mutual 
Also Will Visit South; In Los 
Angeles Next Week 
Undertaken for the purpose of inspect- 
ing branch offices, to attend important 
organization meetings, and to contact 
personally with large numbers of the 
field force, William Montgomery, presi- 
dent of the Acacia Mutual Life Associa- 
tion, has left Washington on a circuit 
trip of the United States. Mr. Mont- 
gomery’s ultimate objective is the Pacific 
Coast, which he will reach by the south- 
ern route. He will attend the meeting 
of the field advisory committee, which 
will be held in Los Angeles the first 
week in June. This committee consists 
of three branch managers who have at- 
tained outstanding leadership in their 
several classifications, and two home of- 

fice officials. 








Serve Through Group Insurance 


Their value to the community constitutes one 
of the main satisfactions leading underwriters find 


in their work. 


What opportunity for usefulness within your 
reach compares with bringing life insurance pro 
tection to hundreds of families wholly or almost 
wholly deprived of it by the age, physical condi- 
tion, hazardous occupation or limited purchasing 
power of the breadwinner? 


Give the employer the facts we can furnish you 
and he will buy if he can be sold. 


For prospectus and services of group specialist, 


call our local agency. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 
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Approves Dividends 
On Maturing Pelicies 


DEPARTMENT’S OFFICIAL STAND 





Superintendent Conway Recognizes 
Practice of Paying Maturing As 
Well As Mortuary Dividends 





The practice of the Metropolitan Life 
of paying mortuary dividends and an 
additional dividend at the maturity of 
the contract of 10% of the reserve, a 
practice which was inaugurated in 1928, 
has never come before the Insurance 
Department for official ruling until Su- 
perintendent Conway wrote a letter an- 
swering an inquiry concerning this prac- 
tice and in which he put the official 
stamp of approval on it. In this letter 
Superintendent Conway said: 

“Neither the policy form nor any of 
the contract forms of the Metropolitan 
provide for guaranteed dividends. The 
New York Insurance Law required divi- 
dends to be paid annually and not other- 
wise. However, this department has 
never made a ruling prohibiting the pay- 
ment of extra dividends at irregular in- 
tervals, or prohibiting the payment of 
mortuary or maturity dividends accru- 
ing to any policy and which may also 
include the policy’s contribution to the 
contingency reserve. 

“The New York Insurance Law spe- 
cifically authorizes domestic life com- 
panies to accumulate a contingency re 
serve equal to 10% of the reserve in 
the case of large policies. It seems only 
reasonable and logical that any policy- 
holder’s share of such contingency sur- 
plus should be returned to him at some 
time. A logical time for making such 
distribution would appear to be at the 
‘date of death or maturity.” 

Charles C. Dubuar, actuary of the 
State Insurance Department, pointed out 
that where a man surrenders his policy 
and takes the cash value, sav at the 
end of the tenth vear of the policy con- 
tract, he should not be entitled to his 
share of the reserve, as theoretically at 


least he leaves the company with a 
poorer class of risks on its hands. Mr. 
Dubuar stated that he believed other 


companies would adopt the practice in- 
augurated in this country by the Met- 
ropolitan. The Sun Life. he pointed out, 
a company not admitted to do bus'ness 
in New York state, pavs as high as 
15% deferred dividend at the maturity 
of the policy contract period. 


TRIBUTE TO ALEX. S. BROWNE 





New York Life Representatives of 
Northeastern District Staging Cam- 
paign for Veteran Inspector 
Representatives of the New York Life 
in. the company’s northeastern depart- 
ment are staging a forty-day campaign 
for $5,000,000 of new business in honor 
of Alexander S. Browne of Boston, in- 
spector of agencies for that district, who 
began his insurance career in the Boston 

office forty years ago. 

Mr. Browne is held in high esteem by 
the New York company. He originally 
joined the Boston office as cashier but 
shortly afterwards went “on the street” 
and became successful in field work. In 
1892 he was appointed manager of the 
New England branch and in 1901 inspec- 
tor of agencies of the northeastern de- 
partment, including New England and a 
portion of Canada. Always interested 
in Life Underwriters’ Association work, 
Mr. Browne was at one time president 
of the Boston association. 


WILL ATTEND FROM NEWARK 
Charles P. Shaw, Frank H. Lewis, E. 
C. Morss, Richard O. Boyce, Richard 
H. Coolidge and F. J. Sarge, all attached 
to the Newark office of the Massachu- 
setts Mutual Life, will leave on Satur- 
day, June 14, to attend the convention 
of the company which will be held at 
Mackinac Island, Mich., from June 16 
to 18. They will be accompanied by 
their wives. 
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Look in The Almanac! 


If You “Don’t Know” 
LOOK IN 


& Che Insurance Almanac 


How many times have you puzzled over an illegible signature on an 
insurance company’s letterhead that fails to show the names 
of the officials who may sign it? 






Look in The Almanac! 


Have you ever wondered if the man you are writing to is still 
“Secretary”, or has he recently become “Vice-President” — 


if so, is he “Ist, 2nd, or 3rd Vice”? 


Did you ever save aclipping from your favorite insurance 
journal, giving some valuable statistics, but be unable to find 
the clipping later onP ‘THE INSURANCE ALMANAC has any 
number of statistical tables, and the very figures you want 
may be there if you'll 


Look in The Almanac! 


Ever wonder what the laws of a certain state require as to 
counter-signature of a resident agent? J 


Look in The Almanac! 


Have any of your clients ever asked you about some insur- 
ance matter you never heard of? 


Look in The Almanac! 


Have you ever felt the need of a desk companion that could 
answer nearly every question of fact that is apt to arise in an 
active insurance office like yours? 


“The Insurance Almanac and Who’s Who in Insurance” is the first general reference book available 
this year. Ready for delivery May 15. Price $3.00. 


Compiled and Published by 


Che GHeckly Underwriter 


80 Maiden Lane 
New York 











Use This Coupon 





Here’s Three Dollars! 
Send the 1930 Edition of 
THE INSURANCE ALMANAC 

















EU 








May 
[rwit 
( 


COVER 


Technic 


& Co. 


In fit 
qnniver! 
ness, Ir 
visor of 
brokers 
Detroit, 
a busin 
yersary 
js on | 
presidet 
of the 
in New 
busines: 





] 


person: 
ries. 


special 
advisot 
ning v 
out ca 
also f 
Last 
into p 
he co 
Bank 
Your 
based 
record 
first t 
group 
showe 

an 
age 
workit 
publis 
Mr. 
experi 
tual J 























May 30, 1930 


—+} 


$F 
THE EASTERN 


<== UNDERWRITER © 

















Page 7 








twin D. Herzfelder 
Closes $500,000 Case 


COVERS PRESIDENT OF FIRM 





Technical Advisor of George H. Beach 
& Co.; Has Intensive Knowledge of 
Estate Analysis 





In fitting celebration of his fifteenth 
gnniversary in the life insurance busi- 
ness, Irwin D. Herzfelder, technical ad- 
yisor of George H. Beach Co., insurance 
brokers and estate analysts in New York, 
Detroit, Chicago and St. Louis, closed 
4 business case of $500,000 on his anni- 
versary birthday, May 10. The policy 
is on the life of Franklin I. Judson, 
president of Stroheim & Romann, one 
of the largest upholstery fabric houses 
in New York, and is in favor of the 
business house. It supplements $300,000 





IRWIN D. HERZFELDER 


personal insurance that Mr. Judson car- 
ries. 

The agent in the case, Mr. Herzfelder, 
is well known for the work that he has 
done in connection with estate surveys. 
For six years, since he has been with 
the Beach organization, he has made a 
specialty of this field. In his role as 
advisor Mr. Herzfelder does more plan- 
ning work than actual solicitation, maps 
out cases for members of the firm and 
also for agents on the outside. 

Last year Mr. Herzfelder was brought 
into prominence by the survey which 
he compiled for the Central Hanover 
Bank & Trust Co. on “How Much Will 
Your Estate Shrink?” This analysis, 
based upon United States government 
records of 22,495 estates, gave for the 
frst time authentic figures on a large 
stoup of sizable estates. The survey 
showed that large estates, those of $100,- 
0 and upwards, have an average shrink- 
age of 18%. Mr. Herzfelder is now 
working on a new survey which will be 
published shortly. 

Mr. Herzfelder’s first life insurance 
‘xperience was with L. A. Cerf’s Mu- 
tual Benefit agency in New York City 
and he stayed with Mr. Cerf until 1923, 
when he joined the “Life Insurance As- 
Socates.” composed of Frank W. Pen- 
tell, William J. Louprette and Louis 
Pomerance. In 1924 he was made tech- 
ical advisor of the George H. Beach 
°, his present association. Most of 
his time is spent in the office but occa- 
‘onally he goes out and shows how bus- 
ess can he written, as he demonstrated 
his month. Last year, in conjunction 
with another member of the Beach or- 
‘anization, he closed a $1,000,000 case. 





BOSTON APPOINTMENT 


Howard D. Sharpe and Leonard Mor- 
“1 well-known Boston insurance men, 
hag bee n_ appointed agency managers 
adit’, Equitable Life of Towa with 
rm quarters in the Chamber of Com- 
- og Building, Boston. The firm name 
‘Sharpe & Mordecai. 

















~ THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


back of every door bell. 


Independence Square 


Interested in Replies from 











Philadelphia, Penna. 


Pennsylvania and Delaware. 
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OLD THREE DAYS OF GRACE 





Pittsburgh Bank Features in Ads Con- 
trast of Early Limitations With 
Modern Liberality 

An advertisement being used by the 
Union National Bank of Pittsburgh fea- 
tures the liberality of present day life 
insurance as compared with the early 
days of the business in this country and 
cites the terms of policy No. 1 of the 
Guardian Life of New York. This pol- 
icy, issued seventy years ago, gave a 
three-day grace period for the payment 
of premiums and provided that unless 
the policy was revived or surrendered 
for cash or paid-up insurance within 
three months thereafter the insured’s 
equity was to be forfeited. 

The advertisement went on to say 
that reversionary dividends, better 
known today as paid-up additions, were 
featured over cash dividends as most 
companies in their early days were 
known to specify that the cash dividend 
would be payable in interest bearing 
scrip until such time as a certain amount 
of business might be in force. However, 
even the reversionary dividend could 
disappear along with the cash equity 
under the same conditions as a lapsed 
policy. 








TALBOT MAKES RADIO TALK 


Fidelity Mutual Life President Tells 
How Life Insurance Will Banish 
All Economic Fear 

President Walter LeMar Talbot of the 
Fidelity Mutual Life recently broadcast 
over station WIP in Philadelphia an ad- 
dress on “Safeguarding Your Income,” 
under the auspices of the Philadelphia 
Chamber of Commerce. Mr. Talbot told 
how most men accumulate for one rea- 
son and one reason alone—fear; fear 
of accident and disease which will cur- 
tail or terminate their earning, fear of 
old age and dependency, fear of prema- 
ture death and the hardships it will im- 
pose upon their dependents. 

“In every one of us in some degree 
the spectre of fear lurks, and to it psy- 
chologists attribute much of life’s sor- 
row,” Mr. Talbot said. “I am not pre- 
pared to offer a panacea which will elim- 
inate all fear from our lives, but I am 
prepared to offer one which will ban- 
ish economic fear and enable us to save, 
if we wish, only to spend.” The Fidel- 
ity Mutual president then went on to 
tell how life insurance fills the bill. 








John M, O’Brien has joined the New- 
ark office of the New Jersey Agency 
of the Provident Mutual of which Louis 
F. Paret is general agent. 





Speedy 


in St. Louis. 


50 UNION SQUARE 





“The Company’s draft left New York that very 
evening (Thursday) via Air Mail, reached St. Louis Fri- 
day morning, was forwarded to me at once, and was placed 
in the hands of the claimant at 2 P. M. on Saturday— 
barely four days after completion of proof.”—Excerpt 
from a letter received from one of our Agents located in 


Jefferson City, Mo., 137 miles from his Agency Office 


The benefits accruing to both Agent and Company 
from service such as this are easily comprehensible. 


1860 - Seventy Years of Service - 1930 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


Service 


NEW YORK CITY 








G.W.Smith Gets Bankers 
To O.K. Business Policy 


SPLENDID ENDORSEMENT GIVEN 





Six of Boston’s Leading Financial Men 
Sign Document at Request of New 
England Mutual’s President 





When George W. Smith, president of 


the New England Mutual Life, was 
asked recently to address the Boston 
Life Underwriters’ Association at the 


dinner meeting held last week, he won- 
dered if it would be possible to pre- 
sent material which would be helpful 
to agents in every-day business. He de- 
cided to get an outside impression of 
the need of safeguarding partnerships 
through life insurance, and endorsement 
of business insurance from people of the 





Photo by Garo 


GEORGE W. SMITH 


highest standing in Boston. This re- 
sulted in his going out “as a salesman” 
and finding whether he could sell the 
proposition of such an endorsement from 
the presidents of the six leading banks 
in Boston. His idea was that no one 
realizes more clearly than a banker that 
business loans are better secured when 
life insurance is carried on the lives of 
the partners or that a corporation is 
better protected when life insurance is 
carried on the keymen. From the bor- 
rowers’ point of view business life in- 
surance greases the machinery of bor- 
rowing, was a thought he had. 

As a salesman he was a_ success. 
Through personal interviews he secured 
the desired endorsement from these bank 
presidents: Philip Stockton, First Na- 
tional of Boston and Old Colony Trust; 
Walter S. Bucklin, National Shawmut; 
George S. Mumford, Atlantic National; 
Allan Forbes, State Street Trust; Rob- 
ert D. Brewer, Merchants’ National; 
Thomas P. Beal, Second National. 

Under the heading of “Business Life 
Insurance—A National Economic Sta- 
bilizer” the bank presidents signed the 
following statement: 

“Life insurance offers an effective and 
certain method of retiring the interests 
of a deceased partner or stockholder 
without disturbing the continuity of a 
business. It has four outstanding fac- 
tors of value: first, nominal cost, amount- 
ing usually to less than 3% annually 
of the principal to be retired; second, 
guaranty of the payment of the capital 
fund without delay; third, exemption 
from Federal income taxes; fourth, ab- 
solute security. These associated factors 
make business life insurance not only 
a sensible business procedure but an es- 
sential protection.” 

In his address Mr. Smith declared that 
life insurance has developed as Ameri- 
ca has developed. Great as has been 
the progress of life insurance it will go 
to heights which none can forecast. Al- 
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ready life insurance payments made to 
beneficiaries are checking the increases 
in state budgets for curative and hospi- 
tal aid. In the next decade and in dec- 
ades to come the effect of our present 
hundred billions in force will have great- 
er weight in this public function and tax 
rates in the future will be reduced 
through the contribution made by life in- 
surance. Every agent must feel a keen 
responsibility in this growth. The wel- 
fare of our business, its integrity and 
its high standards can be maintained 
only if representatives everywhere make 
themselves qualified to present the ben- 
efits accurately to the multiple needs of 
individuals and of business. “If you can 
create implicit confidence in yourself, vou 
need not be disturbed about the contin- 
uance of your business,” he said. 


Impregnable Solvency of Insurance 
Mr. Smith 


Continuing, said: 

“The country is still going through a 
financial readjustment. We have ceased 
discounting probable future earnings as 
reflected by former stock market quo- 
tations, and we are giving weight to 
actual interest and dividend returns. 

“During the past six months, and par- 
ticularly from last October through last 
February, life insurance companies dem- 
onstrated in most convincing terms their 
impreenable solvency. They advanced 
in the aggregate huge amounts of money 
to borrowers upon-the security of poli- 
cies as collateral at a time when it was 
almost impossible to obtain money from 
other sources. In many instances a pol- 


icy loan secured at this time of stress 
undermines the continuance of policy 
protection. Most of these loans were 
maximum loans and there is a strong 
tendency on the part of the borrower 


to feel that his entire equity has become 


exhausted and that his interest is not 
well served by continuing his original 
policy. The entire executive life insur- 
ance world is keenly aware of this un- 


usual situation and a very real responsi- 
bility is placed upon cach agent 
cure repayments of policy loans on ac- 
count, and thereby create in the mind 
of the insured the proper feeling that 
his insurance is still valuable protection, 


to se- 


In other words, h's loan should be re- 
arded as a bank loan and be repaid 
at stated intervals in the same manner 


that he would repay a bank for money 


advanced. 
Peace of Mind Through Life Insurance 


“For months we have talked about 
creating peace of mind through life in- 

This is stll necessary and al- 
will be effective, but the com- 
panion idea which is of equal impor- 
tance in this time of readjustment is 
the need of stabilizing business through 
life insurance. Business needs life in- 
surance to protect its interests fully as 
much as Mr. Average Man needs life 
to protect his family. 


SUTANC? 
Wavs 


insurance 


“T wonder sometimes whether life un- 
derwriters in Boston fully recognize the 
assets they have in carrying on business 
in a section that is insurance-minded 
where life insurance is looked upon as 
an economic necessity—as a supplement 
to any plan of saving or of creating 
values. 


“And vet, few business men in this sec- 
tion realize or appreciate the positive 
advantages of business life insurance. 
These can be illustrated by eight points: 

"4 It pays indemnity for loss. 


It pays indemnity at once and without 


discussion or adjustment. 
reinforces credit. 
It protects endorsers 


(a) Known—signer of corporation paper 


(b) Unknown-~as a partner in unlimited 
partnership. 
It provides cash capital for 


} ’ 
deceased's 


purchase of 
business interest. 


It provides a method by which a part 


owner of a business can make certain that his 


estate can liquidate his interest at par. 


It provides inexpensive but important 


guarantees as additional compensation to valu 
ible employes. 
“8. As an indemnity for loss it is not sub 


ject to Federal income taxes.” 
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A company committed to agency 
sales schools combining tested sales 


demonstrations with training in actual 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford 


Over 84 years in Business 
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United Founders 


(Continued from Page 1) 
tion of their investments and this in- 
formation is available to the public. Most 
of the investment trusts traded in on 
the Stock Exchange are not important 
investors in insurance stocks. 

One of the most important changes 
with respect to holdings of insurance 
stocks is the relinquishment by _ the 
Goldman Sachs Trading Corporation of 
all of its holdings of Insuranshares Cor- 
poration. At one time this company was 
one of the largest holders of Insuran- 
shares and had valuable rights to sub- 
scribe to new issues but has, it is un- 
derstood, disposed of all of its interests 
there. The Goldman Sachs group is pret- 
ty well out of the insurance picture with 
its recent sale of stock control of the 
National Liberty, People’s National and 


3altimore American to the Home Fire 
Securities Corporation. 
The Insuranshares companies hold 


considerable amounts of stock of a few 
of the stock life companies. For in- 
stance, Insuranshares of Delaware holds 
7.200 shares of the Connecticut Gener- 
al Life and 1,100 shares of the Aetna 
Life. 15.90% of its holdings are in life 
insurance stocks. The Insuranshares 


Certificates has 19.30% in life insurance 
stocks. It has 9,900 shares of the Con- 
necticut General Life and 970 shares of 
Aetna Life. 

Insuranshares of Delaware holds 
39.36% in fire stocks and 24.44% in cas- 
ualty stocks. Insuranshares Certificates 
has 33.62% fire stocks and 31.55% in 
casualty securities. 





THE AMERICAN MEDICAL LIFE 

American Medical Life, the new life 
company in Spokane, Wash., has passed 
the $2,000,000 mark in life  insur- 
ance sold and issued according to a 
statement by Phillip Harding, president 
and general manager of the company. In 
the first week in May, new business 
amounted to $300,000. 

Ben Wardell, for fifteen years identi- 
fied with the R. L. Rutter agency of 
the Western Union and Sun Life com- 
panies, is a recent addition to the agen- 
cy staff of the Spokane company. H. C. 
Searle is in charge of the Seattle office 
and Fred N. Barriger, in charge of the 
district agency at Longview. J. D. 
Brown has been appointed district man- 
ager for Chelan and Okanogan counties, 
and Al Bowles, identified with financial 
agency work for years, has been ap- 
pointed head of the securities depart- 
ment of the company. 





policyholders. 





Intelligent Progression 


HE MUTUAL BENEFIT was organized in 1845, and for 
upwards of eighty years has been administered by a succession 
of directors and officers whose conduct of its affairs has merited 

and received the confidence and approval of hundreds of thousands of 
Not only has its history been marked by the fidelity, 
ability, and integrity of the officials who from time to time have 
been responsible for the Mutual Benefit’s financial management, but 
the Mutual Benefit has also been distinguished throughout its history 
for intelligent progression in the provisions of its contracts which, 
with unbroken adherence to sound actuarial principles, have made 
the Mutual Benefit a leader in life insurance underwriting. As 
improvements in contracts have been developed, liberalizing their 
provisions, the new benefits have been uniformly extended to earlier 
outstanding contracts, in so far as possible, thus securing to the 
earliest policyholders the benefits enjoyed by. the Iatest. 


The Mutual Benefit Life Insurance Co. 
NEWARK, NEW JERSEY 








Life Company Officials 
Make Aviation Study 


CONN. MUTUAL PLAYS Hos7 





Hartford Visitors Are Shown All Angle, 
of Industry; Many Eastern Compa. 
nies Represented 





Life company presidents and high of. 
ficials were given an insight into the 
aviation industry in Hartford on Tues. 
day when the Connecticut Mutual played 
host to a group for the purpose of study. 
ing aviation insurance. The Hartford 
company felt that the trip would give 
the company officials a background oj 
knowledge that would be useful. 

The three main divisions of aviation 
were studied. A visit was made to the 
Pratt & Whitney Aircraft Co. plant 
where the officials were shown the as. 
sembly of the engine step by step to its 
position on the test block, and the ney 
carburetorless engine developed by Prat 
& Whitney. The group then went to 
the Chance Vought plant, where all steps 
in aircraft construction were shown them 
and explained. Navy ships, a new sport 
model and other interesting planes were 
exhibited. 

In the afternoon, following a luncheon 
at the Hartford Club, a trip was made 
to Brainard Field under the guidance 
of Captain Clarence M. Knox, commis. 
sioner of aeronautics for Connecticut, as- 
sisted by Captain Herbert H. Mills, air- 
port manager. The latest developments 
affording safety to flying, the machine 
shop and rigging rooms, where the air- 
craft are inspected and repaired, and 
methods used for checking an airplane 
after each flight were demonstrated. A 
complete demonstration was also given 
of the methods of preparing and main- 
taining safe landing surfaces and use of 
flood and border lights, the devices at 
the field for determining the wind di- 
rection by the pilots, the methods used 
by the State Department of Aeronau- 
tics in selecting, licensing and supervis- 
ing pilots, together with the licensing 
and inspection of aircraft and _ actual 
demonstration of flying. 

Officials were present from the follow- 
ing companies: Penn Mutual, Provident 
Mutual, Mutual Benefit, Massachusetts 
Mutual, State Mutual, New England 
Mutual, John Hancock, National Life of 
Vermont, Home Life of New York, 
Actna Life, Connecticut General, Phoe- 
nix Mutual, in addition to the Connec- 
ticut Mutual. 





ADDRESSES THORPE AGENCY 

L. C. Mersfelder, president of the Ok- 
lahoma Association of Life Underwriters, 
was in Dallas, Texas, recently and was 
one of the main speakers at the Silver 
Jubilee celebration of the Orville Thorpe 
agency of the Kansas City Life. Mr. 
Mersfelder is Oklahoma general agent 
for the Kansas City company. The Or- 
ville Thorpe agency is one of the out 
standing life agencies in Texas; now has 
more than $80,000,000 outstanding busi- 
ness. 





BOYD AGENCY HOUSE-WARMING 


.Samuel A. Boyd, general agent for the 
New England Mutual, plans to hold a 
house-warming in his new _ offices 00 
the twenty-ninth floor of 16 Court street, 
Brooklyn, on Wednesday, June 4._ Lite 
underwriters of Greater New York are 
invited to call and inspect his new quar 
ters which have been completely fur- 
nished with the latest equipment and 
facilities for the handling of brokerage 
and surplus lines as well as accommo- 
dations for full time agents. 





CONGRATULATIONS FOR YARIN 

Harry Yarin, superintendent of age? 
cies of the Judea Life of New York, 18 
being showered with congratulations 
these days due to the arrival a, few 
weeks ago of his first born, Miss new 
Ruth Yarin. Mr. Yarin has been wit 


the Judea Life since its inception and 1s 
making a fine record for himself. 
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Twice Manager, Cheyney 
Now Agent By Choice 


HEADS PHILADELPHIA ASS’N 





Began His Imsurance Career Selling in 
Rural Districts; an Agent Because 
He Likes Soliciting Best 





The new president of the Philadelphia 
Association of Life Underwriters, Arthur 
B. Cheyney, is known particularly in the 
insurance field as an exponent of busi- 
ness life insurance. This angle of the 
business has always fascinated him and 
he has made an intensive study of part- 
nerships, corporations, business trusts, 


etc. He is director of the business in- 
surance division of his company, the 
Continental American, which he repre- 
sents in Philadelphia. 

Mr. Cheyney has been selling life in- 
surance twenty-three years, twenty-one 
of which have been with the Continental 
American. He originally represented 
the company in rural districts around 
Philadelphia, but made many contacts 
in the city and the business he wrote 
there eventually necessitated his moving 
there. He was made manager in Phila- 
delphia County for the Wilmington com- 
pany in his early days of selling but, be- 
ing essentialy a personal producer, he 
did not make much success of agency 
work and at his request the company 
established another agency in the terri- 
tory. 

Unfortunately, however, the manager 
of the new agency was killed and Mr. 
Cheyney was again thrown into agency 
work by having the new branch, which 
was of fairly good size, merged with his 
own smaller agency. Three years ago 
the Continental American granted his 
request to be relieved of agency work, 
so that he has been more free to con- 
centrate on his main interest, business 
coverage. 

‘I have no cut and dried sales 
methods,” he said to The Eastern Un- 
derwriter, “but I try to keep my eyes 
open, my ear to the ground and by doing 
so discover needs for insurance. I then 
tell my prospect of his needs and if he 
agrees with me I take his application and 
check. If he does not agree with me, I 
give him a battle.” 

In discussing his outside activities Mr. 
Cheyney says they are rather restricted, 
“being confined to a rotten game of golf, 
a still rottener game of squash and a 
lar game of three cushion-billiards.” 





WEED WITH EQUITABLE OF N. Y. 





Will Be a Group Supervisor; Associated 

With Executive Assistant Thayer 

of That Division 

N. H. Weed, for years one of the best 
known men in the life insurance end of 
the newspaper business, has gone with 
the Equitable Life Assurance Society, 
under William J. Graham, vice-president, 
who is in charge of the group division. 
He will be a group supervisor and will 
be associated with Executive Assistant 
hayer. ' 
Mr. Weed was an insurance reporter 
on the New York “Times,” afterwards 
becoming assistant editor of “The Vigi- 
ant, an insurance paper. Later he was 
made editor of the “Western Insurance 
eview” of St. Louis. It was as editor 
e The Life Insurance Independent” 
that he built up his reputation nation- 
wide. After some experience with the 
Insurance Salesman” he went with “The 
Veekly Underwriter,” where his last 
Work was in connection with “The In- 


‘trance Almanac and Who’s Who in 
Nsurance.” 





APPOINTED MEDICAL DIRECTOR 
Dr. C. E. Glynn, for many years asso- 
“lated with the Guaranty Life of Daven- 
port, Ta., as director and assistant medi- 
cal director, has been appointed the com- 
. medical director, succeeding the 
ate Dr. W. L. Allen. 











BROKERAGE 


110 Fulton Street : 





New York City agency for old line company has 
worthwhile opening for man who can fit requirements. 
Replies, which will be treated confidentially, should 


give qualifications, past experience and age. 


“Brokerage Supervisor” 


THE EASTERN UNDERWRITER 


SUPER VISOR 


New York City 








CONFIRMATION DINNER 





President Loomis, Vice-President Fraser 
and Others Attend Event Here Given 
by Louis Markowitz 

Louis Markowitz, a well known New 
York City agent, gave a reception and 
dinner at the Hotel Plaza on May 25, 
the occasion being in honor of the con- 
firmation of his son at Unity Synagogue 
the day before. Among those at the 
dinner were President James Lee Loo- 
mis of the Connecticut Mutual, Vice- 
President Peter M. Fraser, General 
Agent John M. Fraser and Max Hancel 
of the Travelers. 





WYOMING AGENTS ORGANIZING 

Steps were taken to organize the Wy- 
oming Life Underwriters’ Association to 
be affiliated with the National Associa- 
tion, in a meeting held recently in Chey- 
enne. A committee was appointed to 
draft a constitution and by-laws and the 
following officers were elected: A. H. 
Stewart, president; J. F. Jordan, vice- 


president; J. M. Schaedel, secretary- 
treasurer; W. H. Peake, F. A. Farns- 
worth, Roy B. Waln, Arthur Lapham 
and E. E. Shaw, directors. All are resi- 
dents of Cheyenne. 





HENRY N. KAUFMAN FUNERAL 
The funeral of Henry N. Kaufman of 
East Hampton, Conn., formerly consult- 
ing actuary for the Phoenix Mutual, was 
largely attended by associates of the 
Hartford company at the services held 
Thursday afternoon of last week. The 
honorary pall-bearers included: Presi- 
dent A. A. Welch, Vice-President S. H. 
Cornwall, Vice-President Albert H. Yost, 
Secretary Harry E. Johnson, Actuary 
and Assistant Secretary John R. Larus, 
Assistant Actuary Alden T. Bunyan, 
George Nichols, consulting manager of 
the treasury department, and Charles 
Hughes of the insurance department, 
New York state. 





A $5,000 BARGAIN 





“Rad Midland’s New Guaranteed Low Cost 
Policy (Paid-up Life at age 85) is a participating 
contract at non-par. rates. 
from $5,000 to $100,000. 


Issued in amounts 























Gross Premium —Average Net Premiums— ‘ _ | 
Age Per $1,000 5 yrs.* 10 yrs.* 15 yrs.* 20 yrs.* | 
25 $15.70 $12.54 | $12.17 | $11.78 | $11.50 | 
35 20.85 17.54 EZ 16.91 | 16.61 | 
45 29.92 27.02 26.62 26.09 | 25.43 | 
55 46.94 44.05 43.02 42.06 | 41.25 





Assets $19,000,000 





*Based on 1930 Dividend Schedule—not guaranteed. 


Write for details relative to General Agency contract. 


Agency Department 


The Midland Mutual Life Insurance Co. 
Columbus, Ohio 


In force $110,000,000 








Harvey Weeks Tells How 
Trust Idea Helps Agent 


RECORDS SHOW LESS LAPSING 





Central Hanover Asst. Secretary Makes 
Hit at Minneapolis Convention; Dis- 
cusses Raising Agent’s Income 





One of the most enthusiastically re- 
ceived addresses at the annual “Insti- 
tute” of the Minneapolis Life Under- 
writers Association held in the Curtis 
Hotel, Minneapolis, last week, was that 
of Harvey Weeks, assistant secretary of 
the Central Hanover Bank & Trust Co., 
New York City, who discussed “How 
Life Underwriters Are Increasing Their 
Incomes Through the Use of the Life In- 
surance Trust Idea.” His talk was one 
of the features of this congress which 
was attended by more than 400 life 
agents of the northwestern territory. 
Other prominent speakers were Roger 
B. Hull, managing director and general 
counsel of the National Association, and 
Leon Gilbert Simon, Equitable Society, 
the newly nominated president of the 
New York Association. 

Mr. Weeks emphasized how through 
the life insurance trust idea selling is 
put upon a professional basis. The sales- 
man speaks a little different language 
than that of the average agent. The 
subject is more or less new to the pros- 
pect and brings up problems he often- 
times has not even thought of before. 
Most people have been told how to cre- 
ate the estates, but few have been told 
the thorough story of conservation and 
distribution, said Mr. Weeks. 

In doing this sort of work, Mr. Weeks 
continued, the agents will “raise their 
sights”; that is, they will approach a 
higher type of prospects, will become ac- 
customed to dealing with more substan- 
tial people, will automatically write big- 
ger policies, and in the long run will be 
more adequately remunerated. More- 
over, said Mr. Weeks, through the use 
of trusts, there will undoubtedly be a 
smaller percentage of lapse. Clients will 
consider deeply, will make use of every 
other channel, before they will bother 
going to a bank to get their policies, he 
said. In most cases, he continued, they 
won't want the bank to know they are 
borrowing money. Mr. Weeks pointed 
out how comparatively few loans were 
made on policies placed in trust during 
the stock market crash of last year. 

In closing Mr. Weeks said that the 
agent using the trust idea virtually has 
a general agency, and is as one agent re- 
cently said, “on a more profitable basis, 
because he has just as many salesmen 
working for him as the general agent 
has, the difference being that the agent 
gets the whole commission, while the 
general agent gets only a small over- 
head.” The point is, said the speaker, 
the clients using the trust idea are com- 
pletely sold on it and are recommending 
it to their friends and acquaintances. 





LANE AGENCY MEETING 

The “standing room only” sign was 
hung out at the Lane Agency of the 
Home Life, No. 212 Fifth avenue, New 
York City, on Monday when Leigh Cru- 
ess, assistant secretary of the company, 
addressed the agency force on “Selec- 
tion of Risks.” Mr. Cruess, whose talk 
was enthusiastically received, went into 
great detail in explaining the company’s 
attitude on occupational, physical, moral 
and aviation hazards. 


CALIFORNIA SALES MEET 


The Lincoln National Life fieldmen of 
the M. W. Power agency, of Salinas, 
Calif., recently completed a three days’ 
sales conference at the Hotel Franciscan 
in Salinas. F. W. Gale, superintendent 


of agencies for the Pacific Coast for the 
company, was in charge of the meeting. 
H. G. Everett, general agent at Los An- 
geles, was host to the group at a din- 
ner given at the hotel. 
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Holds Group Premiums 
Are Not Deductible 


WHEN ASSIGNED TO EMPLOYER 





Revenue Bureau Counsel Says Where 
Taxpayer May Recover Cash Values 
It Is Indirectly Beneficiary 





A recent opinion by the general coun- 
sel of the Bureau of Internal Revenue 
involving a group policy holds that the 
premium paid by the employer is not 
deductible where the employer has the 
policy assigned to him and may recover 
the cash value of the policy. The opin- 
ion holds that under Section 215 of the 
Revenue Act of 1926 which applies to 
the case, in computing net income no 
deduction shall be allowed in respect of 
premiums paid on any life insurance 
policy covering the life of an employe, 
or of any person financially interested 
in any trade or business carried on by 
the taxpayer, when the taxpayer is di- 
rectly or indirectly a beneficiary under 
such policy. The opinion holds that the 
taxpayer is indirectly a beneficiary to 
the extent that it may terminate the 
policies and receive the cash surrender 
values. 

The opinion says on this point: “The 
* record further discloses that although 
the policies were written under the gen- 
eral rules of group insurance, they can 
not be classified as such in all par- 
ticulars. Group insurance policies are 
usually one-year renewable term policies, 
without cash or loan value, and with- 
out paid-up or annuity provisions. The 
policies in the instant case include these 
provisions. The taxpayer contends that 
in order to carry out its general plan of 
supplying valuable insurance for its em- 
ployes, and in order to prevent them 
from borrowing on the cash surrender or 
loan value, or otherwise committing the 
policies, it was necessary to secure the 
above-mentioned assignment. 

“Reverting to the facts in the instant 
case, the master contract with the ac- 
companying papers, executed contem- 
poraneously with the execution of the 
policies and as part of the contract, are 
to be construed and considered with it 
in arriving at a proper solution of the 
question. It appears from the records 
that the taxpayer is a beneficiary by 
assignment of the policies, inasmuch as 
it alone is entitled to receive the pay- 
ments thereunder from the insurance 
company, and is indirectly a beneficiary, 
to the extent that it may terminate the 
policies at will without the consent of 
the employes and receive the cash sur- 
render values. The master contract and 
assignment expressly reserves to the tax- 
payer this exclusive right to terminate 
the policy. In the event of a receiver- 
ship, the receiver could surrender the 
policies and add the proceeds thus ac- 
quired to the assets for the benefit of 
creditors.” 


NEW CHATHAM PHENIX BOOK 





Direct Message to Principals About 
Business Insurance Trusts Gives 
Valuable Information 
The business insurance trust, what it 
is and what it does, is the subject of 
an attractive book recently issued by the 


Chatham Phenix Bank and Trust of New 
York, in the form of a direct message 
to the principals in partnerships, close 
corporations and _ individually owned 
businesses. Illustrations by example of 
cases in which the business insurance 
trust would have saved a critical situa- 
tion in each type of business are given. 
Answers to questions that would arise 
as to the procedure and objects of the 
trust are given in clear, concise form. 
The Chatham Phenix Bank and Trust 
has also recently sent to its clients a 
set of unusual historical folders of 
unique attractiveness and value. Each 
one contains the will, or excerpts from 
the will, of some great figure in Ameri- 
can history. The front is a reproduc- 
tion in color of a famous portrait of the 
great American who is the subject of 
that folder. There are given some inter- 
esting facts about wills in general or 
about the will of the person discussed. 
For instance, the folder on Benjamin 
Franklin tells that although Franklin 
was probably the wisest man that our 
Republic has produced, his ingenuity was 
taxed by the task of drawing his will 
and even then it had to be broken by 
judicial interpretation because it pro- 
vided a fund, still in existence, naming 
“indentured apprentices” as beneficiaries, 
whereas service under indenture long 
ago disappeared. The will prepared by 
Alexander Hamilton before his duel with 
Aaron Burr is also given; that of Chief 
Justice John Marshall is another. 


HOLD TWO MEETINGS WEEKLY 

The Allen & Schmidt agency of the 
New England Mutual in New York City 
not only holds regular Monday morn- 
ing meetings, as is the custom of many 
agencies, but also holds a meeting every 
Friday afternoon to discuss practical 
sales problems. Many brokers in addi- 
tion to the agency group attend these 
meetings. 


Bankers National 
Opens New Home Office 


JERSEY CITY HOUSE-WARMING 





Three Story Building Near Journal 
Square Finished; Many Representa- 
tives of Company Attend 





The Bankers National Life held a 
house-warming in its new home office 
in Jersey City on Saturday last. Presi- 
dent Ralph R. Lounsbury and other ex- 
ecutives were hosts to many of the com- 
pany’s agents and general agents, in- 
cluding many from out of town. 

The Bankers National Life building 
is situated in the heart of the new busi- 
ness district of the city, just off Journal 
Square at 910 Bergen avenue. It is an 
attractive three story structure, and the 
company at present occupies the entire 
top floor. It is expected that eventu- 
ally the company will take over part 
of the other floors. The building, faced 
with terra cotta, is of a striking design. 
The company’s former quarters were in 
the Trust Co. of New Jersey building 
about a block away. 

The quarters were taken over by the 
home office force about six weeks ago, 
but as the building had not been fin- 
ished the house-warming was deferred 
until it was possible to see the com- 
pleted structure. 

The Jersey City office is now the head 
office for the three Bankers National 
Life companies that were amalgamated 
December 31, 1929, into the present com- 
pany. The first organized was the Rank- 
ers National Life of Denver, Colo., in 
1922; the second, the Bankers National 
of Jacksonville, Fla., in 1925; and the 
last the Jersey City company in 1927. 
The total insurance in force was $50,- 
011,152 at the time that the three com- 
panies were merged. 

A bust of the late Col. Clarence Hod- 
son, New York banker, who was a found- 
er and was chairman of the board of 
the company, is a feature of the foyer 
on the company’s floor. 





Theodore F. Bernhardt has joined the 
Masterson agency of the Equitable So- 
ciety in Newark. 
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“UNION CENTRAL CONVENTION 


The 1930 convention of the Union 
Central Life will be held in the home 
office in Cincinnati, June 18, 19 and 20. 
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FIFTEEN YEARS OF PROGRESS 


LEGAL RESERVE LIFE INSURANCE IN FORCE 





BANKERS 


Eetablished 1879 
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* Approximate 


LIFE COMPANY 


GERARD S. NOLLEN, President 


$ 97,686,266 
182,510,188 
325,309,313 
498,969,554 
716,079,363 
886,589,365 


$ 25,193,076 
33,289,945 
44,452,819 
63,955,277 
90,713,613 

*133,000,000 


Des Moines, Iowa 
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AS WE SERVE 
WE PROGRESS 


Insurance in Force 


1923 - $1,000,000,000 
1927 - $1,500,000,000 
1930 - $2,000,000,000 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 
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Thomas B. Sweeney Is 
Honored by Equitable 


COMPLETES 35 YEARS’ SERVICE 





Big Banquet Is Given to West Virginia 
Manager; Representatives from Sur- 
rounding States Present 





More than 100 Equitable Society men 
and women gathered recently at a ban- 
quet in the Windsor Hotel, Wheeling, 
W. Va. to pay honor to Thomas B. 
Sweeney, who has made an outstand- 
ing record in his thirty-five years of 
service as Equitable manager of the state 
of West Virginia. The banquet honor- 
ing Mr. Sweeney was held in conjunc- 
tion with a two-day meeting of the 
Equitable representatives of the district. 





THOMAS B. SWEENEY 


Present were executives from the com- 
pany’s home office in New York, friends 
and representatives from all sections of 
West Virginia, Maryland, Ohio and Vir- 
ginia. 

Vice-President William J. Graham and 
Gage E. Tarbell, veteran director of the 
company, had come on from New York 
for the celebration. Mr. Tarbell ten- 
dered Mr. Sweeney his first contract 
with the Equitable thirty-five years 
ago and it was his first trip to Wheel- 
ing in twenty-four years. In his ad- 
dress in which he complimented Mr. 
Sweeney for his wonderful work, Mr. 
Tarbell said: 

“You have more than made good. I 
believe that all things considered includ- 
ing population, territory and circum- 
‘tances, the Equitable has no general 
agent in the United States that has ren- 
dered better service than you have. Your 
reputation and service have never been 
exceeded. I offer you congratulations 
that come from my own heart and I 
aso offer you congratulations of the 
omeers and directors of the Equitable. 
Accept this thirty-five-year token but- 


‘on which you will be expected to wear 
and cherish.” 


Many Felicitations 


At the conclusion of the banquet Mr. 
and Mrs. Sweeney were presented with 
‘bouquet of roses, totaling thirty-five, 
‘om the branch representatives. Among 
the other presentations was a bound 
eather case containing congratulations 
and felicitations both written and tele- 
raphed from friends and company of- 
als trom all sections of the country. 

beautiful silver tray was presented 
*y members of Mr. Sweeney’s family 
the face of which was engraved his 
“tvice record with the Equitable. This 
Presentation was made by Mr. Swee- 
‘ys brother, J. E. B. Sweeney. 

In his talk Mr. Sweeney said to be 


Courtenay Barber Heads 
Equitable Society Ass’n. 


MEETING AT ATLANTIC CITY 





General Agency Association Hears Pres- 
ident Parkinson, Vice-President 
Jones and Others 





At the annual meeting of the Gen- 
eral Agency Association of the Equit- 
able Life Assurance Society held at the 
Marlboro-Blenheim, Atlantic City, last 
week, there were about 100 members and 
guests present. President Thomas I. 
Parkinson headed a group of officers 
from the home office who attended. 

For the first time members of the 
junior organization in the various gen- 
eral agencies were included in the gath- 
ering. A dinner and dance at the Ritz- 
Carlton was a feature of the program. 

The sessions were presided over by 
William M. Duff of Pittsburgh, presi- 
dent of the Edward A. Woods Co. agen- 
cy, retiring president. Courtenay Bar- 
ber of Chicago was elected president of 
the association for the coming year and 
E. M. Crutchfield of Richmond was 
elected secretary. : 

Addresses were made by President 
Parkinson, Vice-President Frank L. 
Jones, Secretary William Alexander and 
others. Thomas B. Sweeney, retiring 
secretary, received from the association 
a silver goblet service in recognition of 
his thirty-fifth anniversary with the 
Equitable Society. 

Theodore M. Riehle, on behalf of the 
Alexander Tribute Committee, presented 
to Secretary Alexander the results of 
the April underwriting achievement by 
the entire field force in his honor—8,044 
agents having written 27,636 applications 
for $155,767,437 of insurance. Secretary 
Alexander celebrated his fiftieth anni- 
versary as secretary of the Society in 
April. In responding, he expressed ap- 
preciation of the results and thanked 
the General Agency Association for their 
participation. 





E. W. CAMERON HONORED 





Minnesota Equitable of Iowa Represent- 
atives Write $250,000 Business to Hon- 
or Manager on Fifty-first Birthday 

Members of the Equitable Life of Iowa 
agency force’ in Minneapolis and St. 
Paul recently presented State Agent E. 

. Cameron with a large bouquet of 
flowers in honor of his fifty-first birth- 
day. In addition applications totaling 
$250,000 of new business were handed to 
him. The Minnesota agency has devel- 
oped under Mr. Cameron’s leadership 
into one of the leading agencies of the 
company. 

The agency held its annual state con- 
vention on May 12 and 13 at Minne- 
apolis and was attended by seventy-five 
representatives of the Equitable. Pres- 
ent from the company’s home office in 
Des Moines were Vice-President B. F. 
Hadley and Assistant Actuary P. C. Ir- 
win. 








successful it is necessary to have sympa- 
thy with others; to allow reasonable ex- 
periments; to be sober and industrious; 
to have well-planned recreation and to 
avoid sharp practices. He read some ex- 
tracts from his diary back in 1895, at 
which time he was making application 
to assume management of the Wheeling 
branch left vacant by the death of his 
father. 

The Sweeney agency has made an im- 
pressive record in the field of group in- 
surance in recent years. As of April 
30, 1930, the agency had participated in 
closing thirty-six group life and group 
accident and health cases for an aggre- 
gate amount of $51,401,717 covering 28,- 
648 lives. Of this business 309 death 
claims and 3,200 accident and health 
claims have been paid for $425,224 and 
$126,926 respectively. 


APPROVE C. L. U. INSIGNIA 
Golden Key to Be Worn on Watch 
Chain Approved by Executive Com- 

mittee of American College 

The executive committee of the Ameri- 
can College of Life Underwriters has 
approved the choice of the committee 
appointed to select a suitable insignia 
to be worn by holders of the Chartered 
Life Underwriter degree. This commit- 
tee chose a key which could be worn on 
a watch chain or as a watch fob, be- 
lieving that this would be dignified and 
particularly appropriate to an education- 
al movement. 

Designs were submitted and a key of 
the following description approved by 
the executive committee. The key will 
be of yellow gold and will be rectangular 
in shape, with a thin rounded, raised 
border on the face. Its dimensions are 
19/32 of an inch by 22/32 of an inch. A 
gold slip ring at the top and a key prong 
at the base will be similar in style to 
those used on other scholastic keys. The 
face design consists of bars extending 
from the four corners, which converge 
at a central point. At this point will be 
a disc center containing in relief the 
letters “C.L.U.” 

The design on the reverse of the key 
is the same as that on the face but with- 
out the raised border. At the center 
point appears an applied disc panel 
showing in relief the seal of the Ameri- 
can College. On the reverse will also 
appear the underwriters’ name and year 
in which the designation was awarded. 





WILL VISIT EUROPE 
W. H. Kingsley, vice-president of the 
Penn Mutual Life, and president of the 
Insurance Federation of Pennsylvania, 


will spend part of the Summer in 
Europe. 





Success Qualities Are 


DECISION 
AND ACTION 


Brokers and Surplus writers, 
by prompt action, may still se- 
cure for clients Provident’s char- 
acteristically favorable Disability 
benefits and low rates. 


WELLS & CONNELL 


General Agents 


JOHN MUMFORD 
Brokerage Expeditor 


HAROLD CRONIN 
Associate 


33 Liberty St., N. Y. John 3771 











EDUCATORS CONFER 

The Life Insurance Sales Research 
Bureau at Hartford had a conference 
on Tuesday of this week at Hartford, 
attended by educational and distribution 
representatives of many of the compa- 
nies. After the dinner in the evening 
each attendant described what his com- 
pany is doing educationally. Vincent B. 
Coffin was chairman of the discussion. 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


proposition. 
ess, 


aeeeneiate anata 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 











Seaeaens 

















To ASSIST OUR AGENTS 


The developing of practical ways and means of 
assisting in the location and placement of contracts 











is one of our first duties to our agents . . . and 


will be! 


Philadelphia Life Insurance Company 
111 North Broad Street, Philadelphia, Pa. 
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AMERICAN 
ENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 


Established 1899 
HERBERT M. WOOLLEN, President 
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Make Plans for June 
C. L. U. Examinations 


COUNTRY-WIDE ACTIVITY SEEN 





Expansion of Life Insurance Training in 
Country’s Colleges and Universities 
Continues 





Late reports from the American Col- 
lege of Life Underwriters indicate that 
seventeen colleges and universities in va- 
rious parts of the country are now of- 
fering all or a substantial part of the 
courses necessary to prepare candidates 
for the C.L.U. examinations. In addi- 
tion, more than thirty others are giving 
life insurance instruction which is open 
to persons interested in preparing for 
the business. 

The recent survey made by the Am- 
erican College also reveals that more 
than thirty groups of life underwriters 
have been organized in as many different 
cities for the purpose of joint prepara- 
tion for the degree. The next C.L.U. 
examinations of the colleve will be held 
from June 19 to June 21 of this year. 
Present indications are that at least three 
times as many candidates will present 
themselves as were examined in 1929. 

Until applications for taking examina- 
tions have all been filed with the regis- 
trar, Arthur M.. Spalding, No. 393 Sev- 
enth avenue, New-York City, it will be 
impossible for examination centers to be 
definitely designated However, there 
appear to be a sufficient number of can- 
didates at the following points to war- 
rant the establishment of examination 
centers there or in the near vicinity: 
Boston; Providence, R. I.; Syracuse, N. 
Y.; Philadelphia; Baltimore; Pittsburgh; 
Cleveland; St. Louis; Oklahoma City; 
Seattle; Portland, Ore.; San Francisco; 
Los Angeles; San Diego, Cal.; Buffalo, 
N. Y., and Indianapolis. 

Late reports indicate that the serv- 
of some forty or more colleges or 
universities will be required to take care 
of candidates. The College urges that 
all underwriters who are planning to take 
these examinations should file their ap- 
plications immediately, as otherwise it 
may not be arrange for a 
suitable examination center 


1ces 


possible to 


NYLIC POLICE FORCE 
Former City Fire Department Captain 
Heads Home Office Guards; Twenty- 
five Armed Men Employed 
The New York Life has a police force 
of its own in the home office building, 
composed of twenty-five armed men. 
Some are stationed in the lobby and main 
corridor during business hours, while 
others patrol the building at night. An- 
other group guards the company vaults 

in the third cellar. 

\s the police force is also the fire 
department in case of emergency, many 
of the members chosen are ex-members 
of the New York fire department. The 
chief is a former captain of the city de- 
partment. There are 105 standpipes in 
the building. 

The structure requires 20,000 kilowatts 
of electricity, more than many small cit- 
ies, to run automatic coal firers for the 
boilers, time clocks, mechanical counting 
machines, elevators, laboratory equip- 
ment, fans, air compressors, refrigerat- 
ors, pneumatic tube system and machine 
shops as well as for lighting. 187,500 
gallons of water are used per day. 


FUN DAY 

The entire home office personnel of 
the Bankers Life Co. participated in the 
annual home office “Fun Day” held the 
afternoon and evening of May 20 at the 
Iowa State Fair Grounds. The after- 
noon was devoted to field events, in- 
cluding foot races, a rolling pin throw- 
ing contest, several tugs of war, and the 
like. A feature event was the golf ball 
driving contest by officials of the com- 
pany. W. W. Jaeger, vice-president and 
director of agencies, won the event. 
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|N ARCHITECTURAL LANDMARK OF 

| DIGNITY AND BEAUTY, this building is 

| primarily an ideal workshop. Its 3,800 em- 

~ ployees enjoy the maximum of good air, 

sunlight and quiet possible in the intense life of Man- 

hattan, as well as 20th Century utilities and con- 

venience that multiply human efficiency in the day’s 
work. 
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New York Life Insurance Company 
MADISON SQUARE, NEW YORK, N. Y. 


Darwin P. Kingsley, President 
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Union Central School 
Graduates 22 Employe 


A BANQUET, SHOW AND DANCE 





Home Office Employes Given Funda. 
mental Training in Contracts, Rates, 
Law and Other Instruction 





Twenty-two home office employes oj 
the Union Central Life were guests oj 
honor at a banquet in the Cincinnaj 
Masonic Temple, May 10. They wer 
the 1930 graduates of the Life Insur. 
ance School, conducted by the Union 
Central for the benefit of its employes 
Their graduation marks the completion 
of a course of evening lectures and quizz. 
es covering the fundamentals of life ip. 
surance, contracts of the Union Central 
rates, rules and some elementary life 
insurance law. 


The school is under the supervision 
of an educational committee composed of 
Charles Hommeyer, vice-president; £ 
E. Hardcastle, actuary; Robert Green, 
treasurer; Robert Stuebing, assistant di- 
rector of planning and personnel, and 
Herbert N. Hamilton, manager of the 
dividend division. Mr. Hamilton is sy- 
pervisor of the school activities and han- 
dled arrangements for the graduation 
party, which is the eighth of its kind 

After the presentation of diplomas by 
George L. Williams, vice-president, more 
than 450 employes and friends of the 
Union Central were entertained by a 
floor show of chorus and specialty num- 
bers in which fifty members of the home 
office staff participated. Immediately fol- 
lowing the show tables for bridge were 
set out for those who cared to play, 
while other spectators danced to the 
music of a melodious dance orchestra of 
eleven pieces. 





ADOPTS DISABILITY RULES 


New York Life Limits Disability to Age 

60 Except for Endowment and In- 

come Bond Forms 

The New York Life’s new disability 
provisions and rates will go into effect 
July 1, conforming to the new standard 
disability provisions adopted by the New 
York insurance department and manv 
other states. The old provisions may 
be used until June 30. 

The New York Life has adopted the 
following rules covering the disability 
feature: 

Disability must begin before age 6, 
except in the case of endowment at 6 
and the income bond at 65. In endow- 
ments at 65 if disability occurs after 
age 60 the disability income benefit wil 
not run beyond age 65. 

No increasing disability benefits may 
be granted. 

Disability will be presumed to be per 
manent after four months of continuous 
total disability instead of three months 
as at present. The monthly income wil 
begin as of the end of the fourth month 
and the first payment will be for the 
fourth month of disability. 

Disability benefits in no case can date 
back further than one year before notice 
of claim is received. 








SENTENCES G. F. MEACHAM 


After pleas of clemency from members 
of the ministry, bar and world of bust 
ness George F. Meacham, a former stat- 
dard bearer in the New York Chapter ° 
the Sons of the American Revolution, 
and a life insurance agent, was Set 
tenced to not less than one year am 
three months and not more than two 
years in Sing Sing for forgery, growing 
out of theft of $25,000 from the Fidelity 
Mutual Life. 

The officers of the Fidelity Mutual 
did not take a position that the company 
would not accept restitution as state ™ 
some daily papers. 





The Guardian Life has appointed Ar 
nold O. Mohr manager at Seattle. 
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Tells How to Sell 
Business Insurance 


L. G. SIMON’S NEW BOOK OUT 





“Business Insurance” an Intensely Prac- 
tical Book; Gives Dialogue Inter- 
views and Approach 





There are many students of life insur- 
ance who believe that the future devel- 
opment of the business will be character- 
wed by a tremendous activity in the 
feld of business insurance. The life in- 
surance producer who wishes to equip 
himself for this great and growing field 
can find it comprehensively discussed in 
the latest book on the subject and one 
which has been awaited with keen in- 
terest--Business Insurance,” by Leon 
Gilbert Simon, author of “Inheritance 
Taxation,” well known agent, member of 
the faculty of N. Y. U. life insurance 
training course, and recently nominated 
for president of the Life Underwriters’ 
Association of New York City. The book 
is published by the National Underwrit- 
er Co., Cincinnati. 

“Business Insurance” is an intensely 
practical book and is based on the au- 
thor’s many years of experience in writ- 
ing business insurance cases. Most bus- 
iness insurance cases require specialized 
knowledge and the book has been pre- 
pared with this in mind and for the 
purpose of showing how business insur- 
ance is written and the essentials from 
the approach to the close. 

As an illustration of the _ practical 
treatment that is given the subject, there 
is a whole chapter given over to inter- 
views in dialogue form covering differ- 
ent phases of the subject. 


How to Make a Business Insurance 
Approach 


The chapter on the approach says: 
“In approaching prospects for business 
insurance it is necessary to keep in mind 
that life insurance as such should not 
be first presented but merely the thought 
that when one of the members of the 
firm dies, a prior agreement should then 
become operative and the decedent’s in- 
terest purchased by the survivor. Then 
later on we come to the logical con- 
clusion that life insurance is the only 
means of getting money in hand at the 
critical moment so as to retire the de- 
cedent’s interest. The following thoughts 
arouse interest in the minds of the pros- 
pects for business insurance and can be 
used as a so-called wedge by the life 
underwriters.” Then follow these points: 

Have you an agreement, Mr. Prospect, 
which will guarantee you a full owner- 
ship of this business in case of your 
partner’s death? 

Will your partner’s wife some day dic- 
tate the policy of this company? 
_Have you taken your partner’s fam- 
ily out of the business? 

In case of your death will your wife 
and family get cash or merely stock for 
your business interest? 

Have you stabilized your 
through a stock purchase plan? 
_ Have you a trust agreement prevent- 
ing the dissolution of this company in 
case of death? 

How will you buy out the interest of 
other stockholders in case of death? 

as your company established a sep- 
atate sinking fund in event of emergen- 
cy 


credit 


Will your bank retire each stockhold- 
rs interest at his death? 

If a stockholder of this company dies, 
would it in any way embarrass you or 
the company ? 

I would like to present a plan that 
will help you to become sole owner of 
the business, 

Would you compel your wife to put all 
‘f money into a single issue of stock? 
_W ould you like to have your interest 
in this firm guaranteed at a hundred 
‘ents on the dollar in case of death? 

; ave you an agreement which allows 
“ou to succeed to the full ownership of 
this business ? 

7 ow would you like to provide a sink- 

8 fund for your business without ac- 


tually putting up the principal sum in- 
volved ? 

__ Would you be interested in my plan, 
if in case of death I could guarantee 
your interest in this business against 
loss? 

_ Assume that the stock which you own 
in this company is worth $20,000 at this 
time, and, in the event of a bad year, 
niext year would only be worth $15,000. 
If death occurred at that time, would 
you expect your wife to receive $15,000 
for your interest, or $20,000? My plan 
will guarantee a minimum of $20,000. In 
other words, we will write off the loss. 

Would you incur any preventable haz- 
ard which might discontinue the smooth 
operation of this business? 

Would it disturb you if you were com- 
pelled to halt this business activity for 
several months, and instead perform a 
new and unaccustomed job, such as look- 
ing for new partners? 





GENERAL MANAGER A SUICIDE 


Carl Grabner, former general mana- 
ger of the Fortuna Life Insurance Co. 
of Vienna, has committed suicide. He 
had been asked to withdraw from the 
management of the company some time 
ago by the Department of Insurance of 


Austria and had opened an insurance 
agency. 


PLANS TO REDUCE LOANS 





Connecticut Mutual Is Planning to Write 
Policyholders Who Have Borrowed 
on Policies 


The Connecticut Mutual is inaugurat- 
ing a plan with a view to prevent lapses 
on policies which have been encumbered 
with loans. The company points out 
that in common with most other life 
companies, it has been faced with an 
abnormally large number of loans since 
the market crash, and to avoid future 
trouble it is starting the experiment of 
writing direct from the home office to 
policyholders who have borrowed against 
their policies. 

These letters aim to sift out those pol- 
icyholders who are really interested in 
a repayment plan which will help them 
liquidate their indebtedness. In case the 
insured selects an instalment repayment 
plan the company will assist by forward- 
ing reminder notices to him from time 
to time. 





JOIN SZERLIP AGENCY 


Harry Rosner and Frank W. Schwartz 
have joined the Atlantic Life agency in 
northern New Jersey. Michael Herina 
is now with the company in Passaic. 
The agency has paid for $500,000 since 
the first of the year. D. H. Szerlip is 
general agent. 


PHILADELPHIA. LIFE PLANS 


Agents to Dedicate Their Jun@ Effort to 

President. Maloney; ~Dinner¢g Being 

Held oy 

Philadelphia “Life agents aid managers 
are planning to @é@f€ate their entire 
June effort as a tribute to President 
Clifton Maloney, whose birthday falls 
in this month. They wish to show ap- 
preciation for their president’s efforts in 
the past year, during which time he gave 
fully of 
illness. 

President Maloney and Wirt G. Close, 
recently appointed superintendent of 
agencies, were guests of honor at a tes- 
timonial dinner given by the company’s 
agents at St. Paul on Monday evening. 
The Chicago agents gave a similar din- 
ner Wednesday evening and the com- 
bined Philadelphia agencies are planning 
a big evening on June 6. 


his energies despite a severe 





JOYCE & CO. GET DETROIT LIFE 

Joyce & Co. Inc. of Chicago, has 
established a life insurance department 
and will represent the Detroit Life, 
which is affiliated with the Insurance Se- 
curities Co., Inc. Joyce & Co. Inc. is 
one of the oldest and largest general 
insurance offices in Chicago. 





product. 





human needs. 





Company. 





HILLSMAN TAYLOR 
President 


WHAT IS 
SALESMANSHIP? 


Salesmanship is the power to persuade people to purchase your 


Power—knowledge is power. Knowing your business is a primary 
factor in successful salesmanship. 


Persuade—persuasion is the fine art in salesmanship. Don’t drive 
by argument. Lead by suggestion. 


People—Know people. Study human nature. Learn to diagnose 


Talk You and Yours—not Me and Mine. 


Purchase—people don’t purchase insurance—they purchase what 
insurance will do for them. 
need with a plan that exactly fits. 


Product—Not a policy but a program. 


This “Pod of P’s” in our Agency menu is one of the many helpful 
features that have made the Missouri State Life The Progressive 


More than $1,240,000,000.00 of insurance in force. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 









aD 





Uncover the need, then cover that 


HOME OFFICE 
ST. LOUIS, MO. 
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LIVE HINTS FOR BUSINESS 








Practical Suggestions to Help the Man With the Rate 


GETTERS(- 





Book Increase His Income and General Effickency 


Being able to cite 


Piling accurate facts at a 
U psychological moment 
Ammunition in the course of an 


interview is often- 
times advantageous. By no means, how- 
ever, should the agent become a “sta- 
tistic-gatherer,” so immerse himself in 
such details that his sales talk becomes 
a bore to the prospect. But having 
some ammunition in store for emergen- 
cies cannot help but be a factor in clos- 
ing in some instances. 


Some government facts such as these 
given below, tor which we give credit 
to “Equiowa,” not only will impress the 
prospect, but should more thoroughly 
make the agent realize that his life’s 
work is cut out for him, that there is 
a great need for insurance to grow by 
leaps and bounds in the coming years: 

Nineteen out of every twenty persons 
fail to provide for old age or for their 
families. 

8,000,000 women are forced to work 
for a living. 

95% of American widowhood is in lack 
of common comforts. 

35% of the widows in this country are 
in want. 

82% of our children are forced to 
leave school and go to work before com- 
pleting the eighth grade in common 
school. 

90% of the men engaged in active bus- 
iness fail to lay up a competence for 
old age. 

82% of the value of combustive prop- 
erty is covered by fire insurance. 

Seven-eighths of all the money left 
by married men in America is life in- 
surance money, and but 7% of the eco- 
nomic value of human life is now cov- 
ered by life insurance. 


* * * 


About the hardest 


Are You job that the average 
Able To human being has in 
Save? this life is saving 

money. Naturally 


anything that will help men save is a 
very valuable thing, Life insurance is 
one of a very few channels through 
which saving is made both attractive and 
certain. 

Elston Primmer, representative of the 
Connecticut Mutual in Albany, tells in 
“Conmutopics” how life insurance pro- 
motes saving: 

1. It substitutes definite goals for the 
indefinite “you ought to save,” giving a 
man the opportunity of selecting the 
sum, and telling him exactly the amount 
he needs to save each month to carry 
through the plan. 

2. It substitutes a definite dead-line 
date, by which time the saving deposit 
is to be made, for the old-time “tomor- 
row” and “this time next week” indefi- 
niteness. 

3. It locks a man’s saving away from 
the temptation of frequent and usually 
unnecessary withdrawals which come 
when the money is easy to get at. 

4. It absolutely guarantees the security 
of the principal, thus doing away with 


the discouraging losses which frequently 
offset the results of years of sacrifice. 

And in addition, the life insurance 
savings account is protected against the 
death of the man who is building it. If 
he lives he himself completes the ac- 
count. If he dies, the life insurance com- 
pany completes it for his wife and chil- 
dren. 

x * x 


The value of audit- 


Auditing ing policies was dem- 
Policies onstrated by H. N. 
Pays Fell, general agent 

for the Massachu- 


setts Mutual in New York City, at the 
annual reunion of the New York Uni- 
versity inheritance tax course graduates. 
Mr. Fell told how in looking through 
policies deposited with a trust company 
he found one that was marked as having 
been removed from the trust. He im- 
mediately took up the matter with the 
home office of the company issuing the 
policy. It was found that a clerical error 
had been made and the note of removal 
applied to a previous trust. However, if 
the mistake had not been found it would 
have thrown the policy into court when 
it became a claim. In another instance, 
a business insurance case, Mr. Fell 
found that the right to change the bene- 
ficiary had not been removed from the 
policy on the president of the company, 
as was necessary. 


* * * 
If the executor of 
Collecting some one’s. estate 
A called you on the 
Legacy telephone this morn- 


ing and told you that 
a legacy of $47.60 had been left to you 
by a friend, and was on deposit await- 
ing your call in one of the eight banks 
in the business district, would you be- 
come discouraged if you called on the 
wrong bank first? 

You would not, says Manager George 
W. Schoeffel of Portland in a recent 
“Agency Bulletin” of the Union Central 
Life. You would call on every one of 
the eight banks, if necessary, to find 
that $47.60. 

And that is just what a_ successful 
life underwriter does. Carefully kept 
records show that in one agency a sale 
is made for every eight interviews, and 
the average commission per sale is $47.60. 
There are legacies awaiting every one 
of us. All we have to do to collect is 
to make the calls. 

* * x 


Many producers’ 


Promoting incomes seem to re- 
Bigger Sized main much the same 
Policies Over a_ period of 


years; do not show 
a proper ratio of increase despite the 
fact that their renewal income grows 
regularly. The trouble is that they have 


gotten into the rut of writing small 
amounts, and have difficulty in raising 
the size of the contracts written. Even 
though they may write a considerable 
number of policies, their habit seems to 
prevent them from getting anywhere. 
C. A. DeVinney who led the Acacia 














FRIENDLY COOPERATION 


A Good Company with which to Work 
Personal Attention to Agent’s Problems 
Paid-for New Insurance advanced 30% in 1929 
Standard Policies—Strong Assets 

| Conservative Investments 


Established 1848 


|| Union Mutual Life Insurance Company 
Portland, Maine 
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Mutual field in net gain production dur- 
ing 1929, tells in the current “Acacia 
News” of a system he has used that en- 
courages larger sized contracts. He says: 

“T carry in my inside pocket all the 
time a $10,000 policy and in my sales 
talk I always take that policy out and 
show it to my prospect. It keeps me 
away from selling $1,000 and $2,000 poli- 
cies. The prospect may say that he can- 
not afford a $10,000 policy, but he will 
usually suggest any amount himself that 
he can take, and it is rarely under $5,- 
000. I find that by investing $250 or 
$300 a year in an annual premium on a 
$10,000 Twenty Pay contract, I get back 
from it at least $1,500 a year in com- 
missions.” 





PASSPORT IDEA IN SELLING 


Abe Rothschild, Penn Mutual’s Daven- 
port agency, many years ago took out 
a $5,000 endowment policy. As the time 
for its maturity began to draw nearer 
he and his wife discussed what they 
would do with at least part of the money 
when it was paid. They made plans and 
then discarded them, and at length they 
decided they would take a long-desired 
visit to Europe. Some days before the 
date of sailing Mr. Rothschild made an 
intensive canvass, using for his sales talk 
the story of this matured endowment 
and of making come true the dream of 
himself and his wife. In telling his story 
he displayed his passport, containing the 
pictures of himself and his wife, and 
naming the countries they would visit. 
The result was $90,000 of paid-for new 
business. This is a good example of 
the use of a motivating story in life in- 
surance salesmanship. 





a, 
REGAN MAKES 50% GAIN 





Agency Now Ranks Second in Conneeti. 
cut Mutual; Has Five Million 
Dollar Preducers 
The Willard Regan agency of the Con. 
necticut Mutual Life in New York has 
made a record for itself this year by 
making a 50% increase in production 
for the first four months over the cor. 
responding period of 1929 despite the 
fact the business conditions generally 
were not so favorable. The agency noy 
ranks second among all the agencies of 
the company throughout the United 

States. 

In commenting this week upon the 
consistent growth of his agency General 
Agent Regan attributes the achievment 
of his men this year to their intelligent 
and untiring efforts in the face of the 
adverse state of business. 

Foremost among the leaders of the 
agency are A. J. Grobstein, Samuel C 
Dretzin, Sidney M. Auer, Maurice Mer- 
ber and John J. Gould, all of whom are 
million dollar producers. Judging by 
their quality performance so far_ this 
year and the general good will existing 
in the agency, its continued growth 
seems well assured. 





IN FORTY YEAR CLASS 
Wilbur E. Howard of the supervisor's 
department at the home office of The 
Prudential has become a member of the 
forty year class of the Old Guard As- 
sociation of the company. 








34 Nassau Street 


DAVID F. HOUSTON 
President 








The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 
care of him. Life insurance field work is a business, and subject 
to the principles of general business. Those who achieve in this 

work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THE Mutuat Lire InsuRANCE Company oF New York 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 


May 30, 194 
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James F. Little Heads 
Actuaries’ Institute 


———- 


ANNUAL MEETING IN CHICAGO 





James S. Elston, Travelers, Re-elected 
Editor of “The Record”; Fall Meet- 
ing at Springfield, IIl. 





At the annual meeting of the Amer- 
ican’ Institute of Actuaries held in the 
Edgewater Beach Hotel, Chicago, this 
week, the following officers were elected: 
President, James F. Little, second vice- 
president and associate actuary, The 
Prudential; vice-president, R. C. Mc- 
Conkie, assistant actuary, Equitable Life 
of Iowa; E. G. Fassell, assistant actuary, 
Northwestern Mutual, was re-elected 
secretary, and Wilbur M. Johnson, ac- 
tuary, Central Life of Illinois, was re- 
elected treasurer. 

W. F. Poorman, actuary of the Central 
Life of Iowa, and A. T. McAndless, vice- 
president of the Lincoln National Life, 
were elected to the board of governors. 
H W. Curjel, actuary of the Illinois 
Life, was reappointed librarian, and 
James S. Elston, assistant actuary of the 
Travelers, was reappointed editor of 
“The Record.” Arthur Coburn, vice- 
president of the North American Re- 
assurance of New York, was the retir- 
ing president. 

The fall meeting will be held at 
Springfield, Ill, the dates to be an- 
nounced later. 





PENN MUTUAL 24 HOUR DRIVE 





General Agencies In Metropolitan Dis- 
trict Join In Writing 279 Appli- 
cations For $2,309,279 
The general agencies of the Penn Mu- 
tual Life in Greater New York held a 
one-day drive on Tuesday under the 
auspices of the General Agents Asso- 
ciation which resulted in writing 279 
applications for a total business of 
$2,309,279. The agencies were given only 
twenty-four hours’ notice of the plan. 
There were 139 agents participating. 
The results by agencies were as follows: 
Ralph G. Engelsman agency, amount 
$917,000, 31 agents participating, 65 ap- 

plications. 

McWilliam & Hyde agency, amount 
$359,500, 23 agents participating, 76 ap- 
plications. 

J. Elliott Hall agency, amount $819,200, 
62 agents participating, 89 applications. 

D. B. Adler agency, amount $76,000, 
7 agents participating, 18 applications. 

Goulden & Vermilye agency, amount 
$56,300, 7 agents participating, 10 appli- 
cations. 

Jos. A. Eckenrode agency, $77,279, 9 


agents participating, 21 applications. 
Dp pp 





WINS GOLD WATCH IN CONTEST 


Louis A. Lawrence of the Ralph G. 
Engelsman agency, Penn Mutual, in New 
York, was the winner of a gold watch 
in an agency contest for the best ideas 
on “Life Insurance as an Investment.” 
lhe entire staff participated in this con- 


— and many good arguments were con- 
tributed. 





TO JOIN FEDERAL LIFE 


_T. Loyal Anderson, actuary of the II- 
linois division of insurance, has accepted 
the position of assistant actuary of the 
Federal Life of Chicago, effective July 1. 
Mr. Anderson has been with the Illinois 
department for nearly five years. 


MADE AGENCY SUPERINTENDENT 


Philadelphia Life Names Wirt G. Close 
Head of Company’s Agency Organ- 
ization; Program of Expansion 

As part of the new agency building 
program being carried out by the Phila- 
delphia Life under the direction of Vice- 
President Jackson Maloney, the company 
has appointed Wirt G. Close as superin- 
tendent of agencies. 

Mr. Close has had an _ exceptional 
training for his new duties although he 
is only. thirty-three years old, one of the 








WIRT G. CLOSE 


youngest men at the head of a company 
agency force. He was supervisor for 
the Harry S. Haskins agency of the 
John Hancock Mutual at Des Moines, 
supervisor for the J. E. Flanigan agency 
of the Bankers Life in New York and 
manager of central New York for the 
Penn Mutual in the M. R. Miller & Son 
agency. 

Mr. Close was born in Iowa, attended 
Pillsbury Military Academy and the Uni- 
versities of Wisconsin and Minnesota. 
He was an officer in the air force in the 
World War, was a commercial pilot for 
three years and was a teacher of psy- 
chology and salesmanship at Syracuse 
University. 





HEADS TRUST COMMITTEE 


Edwin Thorne has been appointed 
chairman of the trust committee by the 
board of trustees of the Central Han- 
over Bank and Trust. He succeeds W. 
Emlen Roosevelt, who had been a mem- 
ber of the trust committee since its or- 
ganization in 1909. John B. Clark has 
been appointed a member of the trust 
committee. 





MUTUAL BENEFIT CONVENTION 


The 1930 convention of the Mutual 
Benefit Life will be held in the home 
office in Newark, June 23, 24 and 25. 
Following the convention the company’s 
general agents, supervisors and educat- 
ors will remain to attend’ a _ training 
school. 





KEFFER AGENCY FIGURES 
The R. H. Keffer agency of the Aetna 
Life in New York City paid for $3,016,- 
000 during April, bringing the total bus- 
iness paid for by the agency for the 
year 1930 to May 1 to $14,161,840. 


J. A. Reynolds Elected 
Detroit Life President 


W. IRVING MOSS IS CHAIRMAN 





New President Has Been Trust Com- 
pany Executive; Joins Life Company 
June 15 





John A. Reynolds has been elected 
president of the Detroit Life, succeed- 
ing W. Irving Moss, who becomes chair- 
man of the board. The Detroit com- 
pany is affiliated with the Insurance Se- 
curities group, of which Mr. Moss is 
president. 

Mr. Reynolds resigns as vice-president 
of the Union Guardian Trust Co. in or- 
der to assume his new position on June 
15. He is well known in life insurance 
circles for his interest in insurance trusts 
and has taken active part in committee 
work for the American Life Convention 
as well as for the trust company division 
of the Bankers’ Association. He was re- 
cently made an honorary life member 
of the Detroit Life Underwriters’ Asso- 
ciation. 

The Detroit Life, founded in 1911, now 
has more than $80,000,000 of insurance 
in force. 





Vincent B. Coffin, educational director 
of the Penn Mutual Life, was the prin- 
cipal speaker at two life underwriters 
associations’ meeting in Oklahoma City 
last week, and the guest of honor at a 
luncheon. 














A New Policy 


ENTHUSIASTIC RECEPTION 
ACCORDED NEW “GRADU.- 
ATED PREMIUM” PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 


Beekman 6141-2-3 





























HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 











THE COLONIAL LIFE INSURANCE Co. 
of America 


Insurance in Force 


Over ONE HUNDRED MILLION DOLLARS 


Home Office: Jersey City, N. J. 














1851 


BERKSHIRE LIFE INSURANCE COMPANY 
proud of its record for past year. 
The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 
“ASK ANY BERKSHIRE AGENT.” 
BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


1930 
is justly 

















NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 


New England Mutual Life Insurance Co. 
Boston, Mass. 
Chartered 1835 

















GUARDIAN LIFE 








Established 1860 Under the Laws of the State of New York 








17-23 John Street, 
CORtlandt 8300 


New York 





THE 
JOHN C.MCNAMARA 
ORGANIZATION 





MANAGERS 


INSURANCE CO. ssttics 





Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
245 Fifth Ave.—ASHland 1772 ~ 
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CLEANING UP CITIES FROM FIRE 
INSURANCE ENGINEERING 
STANDPOINT 

Forty-three cities were visited in April 
by the engineers of the National Fire 
Protection Just what 
good these visits do can be gauged by 
what has resulted in a number of the 
visited. To ilustrate: 

In Brockton, Mass., through the ef- 
forts of the fire prevention committee 
of the Brockton Chamber of Commerce 
the city government has established a 
fire prevention bureau in the fire de- 
partment. A fire prevention commit- 
tee was formed in the Chamber of Com- 
merce, Amsterdam, N. Y., and it is now 
planning a clean-up campaign. In EI- 
mira, N. Y., engineers have urged that 
an arson squad be appointed, the build- 
ing code has been revised and fire lim- 
its extended. In Glens Falls, N. Y., the 
committee is working for safe housing 


Association. 


cities 


for the fire alarm system and for ad- 
ditional fire prevention ordinances. In 
Oswego work is under way for an ade- 
quate building code, municipal rubbish 
collection and additional fire prevention 
regulations. 
COMPENSATION RACKETS 

The New York “Herald-Tribune” has 
printed several letters relative to law- 
yer racketeers in reference to workmen’s 
Under the old 
employers’ liability system the legal fra- 
ternity collected fees from 35% to 50% 


compensation awards. 


of the damages collected. To eliminate 
this heavy toll was one of the aims of 
the workmen’s compensation act. Im- 
the 


the ambulance chasers 


mediately after compensation law 
became effective 
of the old 


“runners” 


system were succeeded by 


who hunted up claimants, 
the 
acted as spokesmen for them at com- 
That forced the leg- 


islature to pass laws prohibiting the ac- 


brought them to commission and 


pensation hearings. 


ceptance of fees without the approval 
of the referee or board. More recently 
an amendment required representatives 
other than members of the bar to secure 
licenses for representing claimants. 

In a letter to the “Herald-Tribune” 
V. A. Zimmer, director of the Hospital 
Workmen’s Compensation, 
says that despite these regulations the 


Bureau of 


department has found that it must exer- 
cise constant vigilance’ to cope with the 
runners and with compensation “rackets” 
of all kinds, whether operated by law- 
yers, doctors or laymen for the purpose 
of extracting a share of the injured work- 


men’s compensation award. 
he says: 

The Legal Aid Bureau, a reputable and 
responsible organization, stands ready to 
help claimants who cannot or have not 
secured other counsel. As a matter of 
record this organization appears before 
the commission very frequently in be- 
half of injured workers. Reputable law- 
yers, though recognizing that the com- 
pensation law and procedure are such 
that legal counsel is needed in compara- 
tively few of the 200,000 cases adjusted 
annually, nevertheless will and do ap- 
pear when circumstances indicate the 
necessity. As a general rule members 
of the bar uniformly abide by the Ap- 
pellate Court’s injunction to honestly, 
straightforwardly and sincerely aid in 
carrying out the beneficient purposes of 
the law. 

Most of the profession accept without 
protest the modest fees set by the ref- 
eree or board members. Not all, how- 
ever. Occasionally some member of the 
bar protests against the inadequacy of 
the fees allowed and vigorously asserts 
that the policy of the department in 
carrying out the spirit of the act by 
keeping fees low tends to deprive claim- 
ants of the advantage of professional 
counsel. This is an old point and was 
presented to an English judge years ago, 
who dryly remarked to the protesting 
harrister: “You must remember that the 
compensation law was passed for the 
henefit of the injured workmen and not 
the legal profession.” 


Continuing, 





LIFE PRESIDENT PROVIDES EF- 
FECTIVE BUSINESS INSURANCE 
SALES DOCUMENT 
George W. Smith, president of the 
New England Mutual Life, did the pro- 
duction insurance a fine 
service when he went out recently and 
personally induced six prominent presi- 
dents of Boston banks to sign a state- 
He 
read the statement at a dinner of life 
underwriters in Boston and he was 
roundly applauded for providing such an 
effective sales document. His auditors 
also appreciated his getting away from 
routine speech-making in this unconven- 

tional manner. 


forces of life 


ment endorsing business insurance. 


E. C. Stone, United States manager of 
the Employers’ Liability. has been at- 
tending conventions in Oklahoma Citv 
and San Antonio, Tex. T. E. Braniff 
of Oklahoma City was with him at both 
conventions. 

* * * 


Spencer Welton, vice-president of the 
New York Indemnity. was the guest 
and speaker at the luncheon meeting of 
the Surety Underwriters’ Association of 


New Jersey, which was held recently 
at the Down Town Club in Newark. 
John F. Clark, president of the asso- 


ciation, presided. 




















The Human Side of Insurance 














W. C. Billings Allan Ferres 


Ernest Sturm B. N. Culver 








W. C. Billings, assistant to the presi- 
dent, and Allan Ferres, vice-president of 
the Fidelity & Casualty, and Ernest 
Sturm, chairman of the boards, and B. 
N. Culver, vice-president of the America 
Fore Companies, were a foursome at the 
America Fore golf tournament held at 
the Glen Ridge Country Club, Glen 
Ridge, N. J., last Friday. Sixty officers 
and department heads of the America 
Fore Companies were entertained at this 
tournament and dinner by Paul L. Haid, 
president of the fire companies and vice- 
president of the Fidelity & Casualty. 
The silver trophy presented by Chair- 








Owen J. Roberts, now a member of 
the United States Supreme Court bench, 
has resigned as a director of the Frank- 
lin Fire Insurance Co., and of the other 
corporations with which he was affiliated. 
For years he has been the most influ- 
ential of the Franklin Fire’s directors. 

* * * 

Dr. R. H. Tucker, professor of eco- 
nomics at Washington and Lee Univer- 
sity, and Dr. J. A. C. Chandler, presi- 
dent of the College of William and Mary, 
have been appointed on the commission 
to consider the creation of a state in- 
surance fund for compensation to injured 
workers. The commission was created 
by act of the 1930 general assembly, 
which provided that the state industrial 
commission, state department of labor 
and industry, and state division of in- 
surance and banking should assist it in 
its work, 

* * * 


Robert G. Richards, agency secretary 
of the Atlantic Life, has been elected 
secretary of the Harvard Club of Vir- 
ginia. He was chosen for this position 
at the annual meeting and dinner of 
the club held in Richmond. There are 
seventy Harvard men in Richmond and 
300 in Virginia. Mr. Richards holds an 
M.A. degree from the institution. 

* * * 


Alexander S. Browne of Boston, well 
known veteran inspector of agencies for 
the northeastern department of the New 
York Life, and Mrs. Browne left last 
week for a tour of Europe. They expect 
te be away about two months. 


man Sturm was won by Herbert E. Max- 
son, vice-president of the fire compa- 
nies. Golf ball prizes were awarded as 
follows: first, William F. Dooley, last 
year’s winner of the cup; second, L. A. 
Williamson; third, W. R. Bates. A spe- 
cial high gross prize was provided by 
President Haid for John Brodsky, con- 





H. E. Maxon 


Ernest Sturm 


sisting of a miniature golf set. A fine 
dinner was served on the porch of the 
clubhouse following which Mr. Haid read 
telegrams from Wade Fetzer, president 
of the F. & C., and Curtis W. Pierce, 
vice-president of the fire companies. Mr. 
Sturm, Mr. Billings and Mr. Culver gave 
short talks on the opportunities ahea 
for the year. 


* * * 


Nevett S. Bartow of South Orangt, 
N. J., and former president of the Queet 
has returned from an extended trip 
abroad. He was accompanied by Mrs. 
Bartow. 
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Don McLennan Lands Southern 
Pacific R. R. 
Don McLennan of Marsh & McLen- 
nn continues to be a fire insurance 
glesman extraordinary despite the many 
executive duties which are his. Some 
days ago he captured one of the big 
fre insurance lines; that of the South- 
em Pacific Railroad. Mr. McLennan 
lwes in Chicago. 
His partner, Henry W. Marsh, is not 
gending so much time in active solici- 
tation of insurance as he did in the past 
when he was winning a reputation of 
being the greatest salesman of fire in- 
surance in the United States, but that 
te is still on the job is shown by the 
fact that he also landed a large line a 
short time ago. He has a hunting lodge 
inthe South, a very attractive summer 
home, and while in New York lives at 
the Hotel Plaza. Until some years ago 
he spent considerable time in England. 
That was when he and Mrs. Marsh oc- 
cupied historic Warwick Castle near 
Stratford-on-Avon. He left _ England 
with a number of other American mil- 
lonaires when the British Government 
went in for super-taxation. 
* * * 


Daniel F. Gordon 


It is the general opinion on William 
street that Daniel F. Gordon, former sec- 
ond deputy, New York Insurance De- 
partment, has one of the most influential 
fre insurance positions in the city in his 
new post as executive vice-president of 
the New York Board of Fire Underwrit- 
ts. His duties will have considerable 
todo with co-relating and splicing to- 
gether of loose threads in the New York 
Board. In the new by-laws the exact 
ee of his position is described as fol- 
ows: 

‘The board of directors, with the ap- 
troval of the board, shall also have 
bower to appoint an officer to be known 
as the executive vice-president of the 
New York Board of Fire Underwriters, 
whose duty it shall be, under the advice 
and direction of the board of directors, 
to use all proper means to promote the 
best interests of the members. Subject 
‘osuch advice and directions, he shall be 
direct charge and have full supervi- 
‘ion of the offices and employes of the 
card. He shall prepare a complete roll 
ithe employes of the board, giving the 
te of their appointment, the salary 
mid and the date of any change in sal- 
ty. This roll shall be kept complete 
hy open to the inspection of mem- 
(Mr. Gordon won the good opinion of 
the committee in the work he did in con- 
‘ection with the new by-laws which it 
¥as necessary to adopt when the New 
tk Board went on a company mem- 
‘ership basis, membership formerly hav- 
iy pect composed of individuals. These 
“ by-laws were adopted in 1867 and a 
ve deal of work was necessary in the 
“amping, especially in regard to writ- 

















companies for designations by 
them of both representatives and alter- 
nates at the board meetings. This spe- 
cial committee, appointed to handle the 
matter of changing the by-laws, has 
James J. Hoey as chairman. Robert C. 
Cummings of Gilbert & Cummings, ex- 
pert bill drafter, was consultant. Fol- 
lowing preliminary drafts, etc., the ma- 
terial went to the executive committee 
for O. K.; then the draft was approved 
by the New York Board at the meeting 
on May 21. The adoption will probably 
be at a meeting in June. 

Mr. Gordon entered the New York In- 
surance Department in 1890 under Su- 
perintendent Robert Maxwell. In all he 
served under nine superintendents run- 
ning from Maxwell to Conway with the 
exception of Superintendent Stoddard, 
during whose term of office Mr. Gordon 
was associated with Sumner Ballard. 
During the War under Superintendent 
Phillips there were a number of very 
interesting and intricate problems up for 
consideration. 


* * * 


E. W. Dart Heads Co-operative 
Club, Int. 


E. W.. Dart of White & Dart, Inc., 
a New York brokerage firm which han- 
dles among other things the insurance of 
the Hearst magazine and newspaper 
properties, was this week elected presi- 
dent of the Co-Operative Club, Int., at 
its convention in New Orleans. There 
are forty-eight clubs in the organization, 
each one bearing the name of the city, 
viz.: Co-Operative Club of New York, 
Co-Operative Club of Kansas City, etc. 
The club consists of one representative 
of each class of business similar to Ro- 
tary Clubs. In the New York organiza- 
tion Mr. Dart represents insurance brok- 
ers; J. Elliott Hall, general agent Penn 
Mutual, life insurance; Norwood Rath- 
bone, Excess Insurance Co., reinsurance, 
and A. Wilbur Nelson, New York “Am- 
erican,” insurance journalism. 

Among those who talked at the New 
Orleans convention was Spencer Welton, 
vice-president Union Indemnity. 


* * * 


Got His First Insurance Job Holding 
Horse For Local Agent 


Recently, the insurance firm of Lub- 
bock & Yanch, Houston, Tex., which had 
as their slogan, “Fire Insurance For This 
World Only,” dissolved partnership. 
Clarence R. Yanch opened a new agency 
and John B. Lubbock continued the old 
one, taking his son, Dan G. Lubbock, 
into partnership. The new name of the 
latter firm is John B. Lubbock & Son. 

Mr. Yanch, who represents the Bank- 
ers & Shippers Underwriters, London & 
Scottish, Employers’ Fire and Employers’ 
Liability, got his first job in the insur- 
ance business holding a horse for W. G. 
Frazier, who was once in the insurance 
business as Frazier & Nye in Houston 
about twenty-five years ago. Mr. Fra- 
zier lived about a block from Mr. 
Yanch’s home and every morning about 





6:30 o’clock Yanch would hitch up the 
horse and wait out in front of Mr. Fra- 
zier’s home until he came out. Then he 
would drive him around and hold the 
horse while Mr. Frazier made calls and 
collections. Later he entered the em- 
ploy of John B. Lubbock as office boy 
and worked up to where he had a half 
interest in the business. 

John B. Lubbock & Son represent the 
Northern, Bankers & Shippers, Buffalo, 
Philadelphia Underwriters, New Bruns- 
wick and Hartford A. & I. 


* * * 


Conway to Get Degree From 
Fordham 


Albert Conway, New York Superin- 
tendent of Insurance, is to receive the 
degree of Doctor of Laws at Fordham 
University, New York, in June. Mr. 
Conway is a graduate of Fordham and 
at one time was assistant district attor- 
ney of Brooklyn. 


* * * 


An Attractive Office 


Another office in the insurance busi- 
ness which is individualistic and attrac- 
tive is that of Leroy A. Lincoln, vice- 
president Metropolitan Life. 

* * * 
Vassar Girl a Director of Insurance 
Company 

Miriam Celia Hamilton, 
daughter of Isaac Miller Hamilton, 
president Federal Life, Chicago, will 
graduate from Vassar College in Tune. 
She is a member of the board of direc- 
tors of the Federal Life and has been 
since she was fifteen years old. In dis- 
cussing his daughter Senator Hamilton 
said this week: 

“After the tragic death of her mother 
I made her a member of the board as 
part of a plan to divert her interests 
from the loss of her mother and to keep 
her mind occupied. She has taken a 
keen interest in the business.” 

* * * 


Lloyd’s Roll of Honor Re-erected 


Lloyd’s Roll of Honor, when Lloyd’s 
was domiciled in the Royal Exchange, 
occupied a prominent place outside the 
barrier at the entrance of the underwrit- 
ing room. It has now been placed on 
the marble wall of the vestibule leading 
from the underwriting room to the li- 
brary in the new building in London. 
Lloyd’s Roll of Honor comprises the 
names of 3,713 Llovd’s men, with par- 
ticulars of their services during the War. 

* * * 


Not Confined To Kentucky 


Advices from Louisville are to the ef- 
fect that Kentucky associations of life 
underwriters are finding it increasingly 
difficult to obtain good speakers. There 
is a growing tendency on the part of 
banquet speakers to be paid for their 
services. Those who do not get paid 
miss time from their business as when 
they get back they find their desks 
jammed. 

* * * 


Asks Company to Collect From 
Divorced Husband 


Mrs. Florence Hughes Kistler, of Den- 
ver, Colorado. in answer to the suit of 
the St. Paul Fire & Marine, which asks 
that she return $750 paid for the loss of 
a coat which was later found, states that 
the suit should be instituted against her 
former husband—the couple now di- 
vorced—that she endorsed the check over 
to him, and did not profit thereby. The 
former husband is Frank E. Kistler, head 
of the Kistler Oil Company. 

* * * 
U. S.-Canadian Border Line Com- 
pensation Decision 

In the case of Daniel Cameron vs. EI- 
lis Construction Co. of New York and 
the U. S. Fidelity & Guaranty, a decision 
was made by the Court of Appeals, di- 
gested by the New York “Law Journal” 
as follows: 

A workman employed within the state 


21-year-old 


of New York is within the workmen’s 
compensation law even though as an in- 
cident thereto he performs transitory du- 
ties outside the state, but where work 
is to be performed solely at a fixed place 
outside the state the statute has no ap- 
plication. This was a reversal of an 
Appellate Division order. The workman 
was working in Canada near the border. 
Sand was dug for use in the United 
States. The employer was a Massa- 
chusetts corporation. 


*~ + * 
Casualties of Peace Greater Than 
Casualties of War 


I think it will shortly be confirmed 
in official figures published in this coun- 
try that since the Armistice the num- 
ber of people killed and hurt in English 
factories and its workshops, and on 
British roads exceeds the total British 
casualties in the World War. 

Casualties of the British Empire in the 
war were 1,089,919 deaths, and the num- 
ber wounded 2,400,988, which makes the 
total 3,490,907. 

Traffic and industrial accidents in 
Great Britain since 1918 amount to 83,- 
910 deaths and the injured 5,594,721. The 
total killed and injured through traffic 
and industrial causes thus reaches the 
appalling aggregate: 5,678,631. 

When one compares these figures with 
the British losses in the South African 
War which were 48,603 killed and in- 
jured, and including the 20,000 who died 
of sickness, an alarming comparative is 
illustrated. 

The list of injured in Great Britain 
has increased by over 100,000 in two 
years, 1,000 a week per year, and this 
in spite of their “Safety First” measures. 

* * * 


-Gregory’s List of Odd Accident 
Claims 


L. P. Gregory, vice-president, Reliance 
Life of Pittsburgh, made the columns 
of the weekly magazine “Time” when 
he was quoted on a list of odd accident 
claims he had compiled; all of them are 
cases which he has investigated and 
found genuine in the last fifteen years. 

A claimant rubbed himself so hard 
after a bath that he dislocated his neck. 

A claimant dropped a pencil, struck 
his knees together to catch it, ran the 
point into his leg. 

Friend of a claimant, joking, put car- 
bolic acid in his bed. 

A claimant sitting in a street car had 
a shovelful of hot asphalt thrown into 
his lap by a careless workman in the 
street. 

A claimant was embraced by a friend, 
had her rib fractured. 

A claimant, conversing in a hallway, 
was stepped on by a horse which wan- 
dered in. 

A claimant kicked a thief out of his 
store, broke two bones in his foot. 


* * * 


If Great Britain Gets Prohibition It 
Will Cost Lloyd’s £2,500 


Lloyd’s, London, has just taken a risk 
to the effect that if Prohibition becomes 
a law in the United Kingdom within the 
next twelve months they will be stuck 
for a total loss. The amount of the in- 
surance is £2,500; the rate five shillings. 
The assured is the holder of brewery 
shares. 

* * * 
Second Butler Dinner 


The examiners in the New York In- 
surance Department who have been 
working under the supervision of Albert 
N. Butler, the retiring chief examiner of 
fire and marine companies, are to give 
him a dinner at the Hotel Brevoort. 

* @ @ 


Annual Birthday Party 


The annual birthday party of Mrs. 
Wilham L. Mooney, wife of the vice- 
president of the Aetna Life, and head of 
the casualty production division, was held 
at the Mooney farm near Hartford on 
May 24. A large number of women at- 
tended. It is a very attractive affair. 
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Nat’l Board Officers 
Are All Re-elected 


MEETING IS WELL ATTENDED 





Five New Members on Executive Com- 
mittee; Resolution Adopted on 
Hospital Inspection Work 





The sixty-fourth annual meeting of 
the National Board of Fire Underwriters, 
held last Thursday at the Hotel Penn- 
sylvania in New York City, was carried 
through expeditiously and_ efficiently. 
Most of the reports of officers and 
standing committees reported progress 
toward the solution of big problems in 
the fire insurance business and there was 
nothing brought up on the floor which 
occasioned any long discussion or con- 
troversy. The attendance was excellent 
and many prominent personalities in all 
branches of fire insurance were there. 


All the retiring officers were re- 
elected for another year. They include 
James Wyper, vice-president of the 
Hartford  Fire,. president; Percival 
Beresford, United States manager of 


the Phoenix Assurance, vice-president; 
Wilfred Kurth, president of the Home, 
treasurer, and Sumner Ballard, president 
of the International, secretary. 

Five members of the executive com- 
mittee were elected for three years to 
take the places of those whose terms 


had expired. The new members are 
Ralph B. Ives, president of the Aetna 
(Fire); Gayle TT. Forbush, United 


States manager of the Royal Exchange; 
James Marshall, president of the North- 
ern of New York; Frank D. Layton, 
president of the National of Hartford; 
and Gustavus Remak, Jr., president of 
the Insurance Co. of the State of 
Pennsylvania. William Mackintosh, 
manager of the Royal, was elected to 
serve the unexpired term of Frederick 
B. Kellam, who retired last year. 

Affeld, Wray and Morton Present 

Several veteran members of the Na- 
tional Board attended this meeting. 
They included such prominent figures, 
now inactive, as Frank O. Affeld, for- 
mer United States manager of the Ham- 
burg-Bremen; Col. A. H. Wray, former 
United States manager of the Commer- 
cial Union, and John B. Morton, for- 
mer vice-president of the Fire Associa- 
tion of Philadelphia. 

Following the reading of the report 
of the special committee on hospitals 
which reviewed the fine inspection work 
done in hospitals since the Cleveland 
Clinic disaster for the purpose of reduc- 
ing hazards due to the storage of nitro- 
cellulose films and other causes, Cecil 
I’. Shallcross, United States manager of 
the North British & Mercantile, present- 


ed the following resolution which was 
adopted unanimously: 
“Resolved, That the National Board 


of Fire Underwriters does hereby record 
its appreciation of the manner in- which 
its personnel and the personnel of the 
rating and inspection bureaus through- 
out the country have responded to the 
call for nation-wide hospital inspection 
service inaugurated by the National 
Board at its annual meeting in May, 
1929, and especially desires to commend 
the way in which these men have cheer- 
fully discharged this added duty in a 
manner redounding to their credit and 
to the credit of the stock fire insurance 
companies sponsoring the service. 
“Resolved, That a copy of the fore- 


going resolution be sent to every co- 
operating organization with an expres- 
sion of the hope that before the end 
of the year all hospitals and kindred 
risks may have been inspected and a 
check begun on the extent to which 


recommended improvements, especially 
those looking to increased safety to life, 
have been carried out.” 


Conway Hears Further 
Objections to I. U. B. 


BROKERAGE CALLED TOO LOW 





Agents’ Representatives Ask Why Other 
Chain Risks Are Not Eligible; Hear- 
ings Will Continue 





Insurance Superintendent Albert Con- 
way held another hearine Wednesday 
morning on objections to the present op- 
erations of the Interstate Underwriters’ 
Board. Representatives of several agents’ 
and brokers’ organizations attended, pre- 
senting their views, which were answered 
by Vincent L. Gallagher, secretary of the 
America Fore companies, and John R. 
Dumont, manager of the I. U. B. At 
the conclusion of this session Superin- 
tendent Conway arranged for a smaller 
conference next Wednesday at his of- 
fice, where representatives of opponents 
and supporters of the I. U. B. will in- 
formally seek a solution to the problem 
of writing wholesale insurance risks in 
a way Satisfactory to both insurers and 
producers. 

Among those who attended the hear- 
ing Wednesday were Theodore L. Rog- 
ers, Little Falls, N. Y., president of the 
New York State Association of Local 
Agents, Inc.; Warren F. Goodwin of 
Hall & Henshaw, president of the New 
York City Association of Insurance 
Agents; Frank L. Gardner, prominent 
Poughkeepsie agent; M. L. Nathanson, 
president of the Brooklyn Insurance 

3rokers’ Association; C. RR. Rikel, 

3rooklyn broker; Arthur Arnow, presi- 
dent of the General Brokers’ Associa- 
tion; B. E. Gendar of Lewis & Gendar; 

Sernard E. Frank, New York broker, 
and William J. Ward, manager of the 
New York Fire Insurance Rating Or- 
ganization, 

Mr. Goodwin presented most of the 
views in opposition to the T. U. B. plan 
as now operating. He said he did not 
see why an assured with one large lo- 
cation and several small ones should get 
a better fire rate than one who had his 
property all in one place and said that 
this practice would upset the rating sit- 
uation in New York City. The I. U. B. 
plan is not operative now in this city be- 
cause of opposition among a sufficient 
number of members of the New York 
Insurancé Exchange. Mr. Gallagher said 
the companies had no intention of seck- 
ing rate demoralization and would wel- 
come any suggestions by the producers 
which would lead to improvements and 
reduction of current friction. 

Conway Sustains Legality 

The superintendent said that a line 
must be drawn somewhere between 
wholesale and retail insurance and that 
as far as the TI. U. B. is concerned there 
is no question of its legality in New 
York but of whether its operations are 
for the best interests of the business. 


He stated that the powers of the in- 
surance department are sufficient to ap- 


your clients. 
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prove or disapprove the plan without 
any further legislative action. 

Defending the rate differentials grant- 
ed under the I. U. B. plan, Mr. Galla- 
gher said that generally speaking the 
larger risks are better from an under- 
writing standpoint than the smaller and 
can be written at less cost. He went 
on to say that the I. U. B. idea was 
formulated originally to meet honestly 
illegal and unethical competition which 
had been in existence for years. With- 
out the I. U. B. the agents and brokers 
would lose more risks than otherwise 
to companies writing fire policies through 
marine departments, 

Mr. Goodwin then asked why other 
chain propositions like restaurants, ho- 
tels and theatres should not be eligible 
for I. U. B. policies. The superintendent 
said he saw no reason why they should 
not be included and Mr. Gallagher stated 
they were not only because the I. U. B. 
companies have not experienced the same 
severe competition on these risks and 
therefore there was no immediate de- 
mand for it. 

Superintendent Conway, the company 
representatives and the agents and brok- 
ers did not seem inclined at this hear- 
ing to heap condemnation upon the T. 
U. B. in principle but confined their ob- 
jections to certain specific features. It 
is likely that at next weck’s conference 
and at others following, the I. U. B. 
plan may be re-shaped somewhat to re- 
move the present objections and_ still 
provide the type of insurance which 
modern business demands. 

Commissions Called Too Low 

One of the objections offered toward 
the close of the hearing was that the 
rate of commission to agents, 15%, and 
that to brokers, 10%, is not adequate. 
The superintendent agreed that a rea- 
sonable rate of compensation must be 
paid producers or they will be tempted 
to violate rate and commission rules in 
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order to make up what they consider; 
deficiency in their payments from con. 
panies. 

Frank L. Gardner, former president ¢ 
the National Association of Insurance 
Agents, asked whether the I. U. B. pla 
does not involve a return to merit rat: 
ing in fire insurance to a limited degree 
supplementing experience, or physic: 
hazard, rating. Mr. Gallagher would no 
admit that the I. U. B. rates are base 
on merit rating but are rather another 
classification in experience rating. He 
said the actual experience on this typ 
of risk warrants some consideration t 
assureds. 





STRATFIELD F. & M. TO START 





New Jersey Company Being Whipped 
Into Shape; Horace R. Wemple 
To Be President 

The Stratfield Fire & Marine Insur- 
ance Co.- of New Jersey which was it: 
corporated last October as a New Jerse 
company with a capital of $200,000 an! 
a surplus of an equal amount, is com- 
pleting organization plans and will pro!- 
ably start to do business within a short 
time. The company will write generi 
fire and marine business and upon thé 
company receiving its license to do bus 
ness in its home state will make applica 
tion for authorization in other states. 

The company is headed by Horace % 
Wemple as president and well known 
the reinsurance field and connected with 
a number of reinsurance companies @ 
present. He is also the prime mover tf 
the Ace Reinsurance Company of New 
Jersey, recently incoroprated with a cap 
ital of $300,000. ‘ 

Other officers are: Robert James No 
ble, Jr., vice-president and general mat 
ager of the Western Ocean Steamshi) 
Co., and J. S. Morrow, president of Mor 
row & Co., investment bankers, vice 
presidents; L. F. Cremin, special aut 
tor of the Phoenix Insurance Co., trea’ 
urer and comptroller; B. Brigham, for- 
merly vice-president, Continental F- 
nance Corporation, secretary; Alexander 
A. Maypers, formerly assistant distri! 
attorney of New York, counselor at law 





LAYTON WON’T BE CHAIRMAN 

Col. Frank D. Layton, president of the 
National Fire of Hartford, will not a& 
cept re-election as chairman of the M: 
portant committee on public relations ° 
the National Board of Fire Underwrite! 
it is understood. Mr. Layton has hea - 
this committee for several years al! 
achieved admirable results, especially " 
the direction of educating the orl 
public on stock fire insurance ‘func 
mentals through newspaper advertising. 
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rR. P. Barbour, President Of New York 


Board, Known As Successful Leader 


United States Manager of Northern of London Considered Wise 
Choice to Head Fire Organization Here During First Year 
of Co-ordinated Operations; Played Big Part in Auto Con- 


ference Reorganization; 
Society; Sportsman and 


P. Barbour, newly elected 
president of the New York Board of 
Fire Underwriters, enjoys a reputation 
for getting things accomplished. Per- 
this account that in 


Robert 


raps it is on ad- 


dition to being the United States man- 
ager of the Northern of London and 
the London & Scottish Mr. Barbour is 
also vice-president of the National Auto- 
mobile Underwriters’ Association, on the 
voverning committee of the New York 


Fire Insurance Rating Organization, a 


director of the General Adjustment Bu- 
reat, chairman of the committee on maps 
of the National Board of Fire Under- 


writers and also on the actuarial bureau 
and incendiarism and arson committees 
of the National Board. 

A veteran of more than thirty years 
in fire insurance, Mr. Barbour is. still 
i his carly fifties. He possesses that 
fortunate combination of fine exper :ence 
and ability plus enduring vitality and a 
vigorous personality, and his selection 
to head the New York Board for the 
next twelve months meets with wide ap- 
proval. The Board is now in a process 
of reorganization, having secured a new 
charter the legislature 
and also a general manager, Daniel F. 


this year from 


who with Mr. Barbour and the 
other officers will work to co-ordinate 
the various important 
branches of the Board. 

While the New York Board has been 
engaged for years in a number of essen- 
tial lines of work in connection with the 
reduction of fire hazards and losses in 
the New York City area, the leading ac- 
tivities the fire patrol work, elec- 
tric al inspections, general inspections of 
fire hazards and loss adjustments. These 
particular duties have been carried on 
more or less independently of one an- 
other under efficient and capable super- 
visors but it is now considered more ad- 
visable to strengthen the central organi- 
zation of the Board. As a permanent 
manager Mr. Gordon, former deputy su- 
perintendent of the New York State In- 
surance Department, is a _ fortunate 
choice, and for the company executive 
to preside during the first and generally 
trying year of revised methods of op- 
tration, Mr. Barbour has all the requi- 


site qualifications of perseverance, tact 
and leadership. 


Gordon, 


more closely 


are 


Founded N. Y. Insurance Society 


More than a year ago the members 
f the National Automobile Underwriters 
Conference decided that either additional 
companies would have to join the organi- 
vation and submit to self- regulation or 


the Conference would disintegrate. A 
committee of company executives was 
’ppointed to interview officers of the 
eading non-conference companies and 
attempt to persuade them to come into 


the organization for the general good 
)| automobile underwriting. Mr. Bar- 
dour was one of the leading figures in 
this campaign and at its successful con- 


epee hi was honored by election to 
_. Post of vice-president of the new 
automobile association. 

Twenty-nine years ago when Mr. Bar- 


Our was with the old Greenwich Insur- 
pag °. he conceived the idea of form- 
Pe ome sort of organization to increase 

Urance education among those em- 


Founder of N. Y. Insurance 
Writer 


ployed in the business. He interested 
others in this plan and the outcome was 
the New York Insurance Society, which 
today is the insurance educational center 
in New York City, supported heartily by 
all branches of the business. Mr. Bar- 
bour was for several years secretary of 
the Society and then served as president 
for two years. These two aforemen- 
tioned incidents in his business life serve 
to illustrate his interests in improving in- 
surance conditions and his determination 





Re ©. 


BARBOUR 


to stick with a proposition until some 
measure of success is achieved. 

In other fields also does Mr. Barbour 
qualify as an expert participant. While 
rather modest about it he is a splendid 
golf player and often has gone eighteen 
holes in less than 80. He enjoys hunt- 
ing, fishing and boating and while he 
cannot indulge in this sport at his home 
in Montclair, N. J., he has a camp not 
far from there and takes trips each year 
to northern New England or the West in 
autumn when outdoor life is at its best. 


Mr. Barbour is, too, a man of high 
literary tastes and a good writer. His 
4 Agent’ s Key to Fire Insurance” has 


gone through several editions and still is 
considered one of the leading books of 
its kind. 


Traveled in South America 

A native of Balston Spa, N. Y., Mr. 
Barbour went through the schools there 
and at the age of seventeen became a 
commercial salesman. In that capacity 
he went to South America. where dur- 
ing a year’s residence he likewise made 
an investigation of sales opportunities 
there for products of American 


manu- 
facture. His first insurance experience 
was with E. C. Anderson & Co., a brok- 


erage concern. which 
merged with Davis, Dorland & Co. of 
this city. He next went into the agency 
department of the Greenwich and in the 
fall of 1901 joined the North British & 
Mercantile. 

Before long Mr. Barbour had worked 
in practically every department of the 
company in some capacity with the ex- 
ception of service in the mailing room. 
For a time he was at the city counter, 
then with the loss and the accounting 
departments. His first job as a special 
agent was in the suburban field from 
where he was transferred to eastern New 
York State, and later was brought into 


eventually was 
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the head office as assistant general agent 
to C. R. Perkins, who was then general 
agent of the middle department. This 
department consisted of the states of 
New York, New Jersey, Pennsylvania, 
Maryland, "West Virginia and the Dis- 
trict of Columbia. In January, 1918, he 
was made secretary of the company, hav- 
ing some supervision of investments in 
addition to other duties. 

Later Mr. Barbour was placed in 
charge of the Western department and 
made a wide circle of friends on his 
trips through that part of the country. 
in January, 1925, he left the North Brit- 
ish to become one of the partners of 
rred S. James & Co. He remained in 
this post only a few months, being ap- 
pointed United States attorney, or gen- 
eral manager, of the Northern Assurance 
on June of that year. This position he 
has held since and likewise has become 
U. S. Manager of the London & Scot- 
tish when the headquarters of that com- 
pany here was merged with those of the 
Northern, 





GERMAN COMPANY BANKRUPT 

Reports regarding the troubles of the 
South German Re recently carried in 
ithe Eastern Underwriter are now sup- 
plemented by news that the company 
nas filed a petition in bankruptcy. The 
affiliated companies, Brandenburg Gen- 
eral and Brandenburg Life, are said not 
to be affected, according to “Versiche- 
rungs Presse,” Berlin insurance weekly. 
‘The troubles of the South German Ke 
were to a certain extent connected with 
those of the Frankfort Ke in the failure 
of which the South German was affected. 
Bad results in fire insurance in most 
European countries last year added to 
the difficulties. Manager Martini recent- 
ly left the South German Ke to join 





the Munich Re. 
ELOF PETERSON RETIRES 
Elof Peterson, manager of the farm 


department of the America Fore com- 
panies at Chicago, has retired from ac- 
tive service due to ill health. He has 
been on leave of absence since January 
but feels that he is unable to resume the 
tasks he previously carried on so suc- 
cessfully. Mr. Peterson came to this 
country from Sweden and joined the 
Western department of the Phenix of 
Brooklyn. He became manager of that 
company’s farm department and when 
the Phenix was merged with the Fi- 
delity continued to hold the same post. 
Recently he was tendered a luncheon in 
Chicago by the farm department and was 
presented with a handsome wrist watch. 
The next night he was guest of honor 
at a dinner at which Ernest Sturm, 
chairman of the boards of the America 
Fore companies, spoke highly of his ser- 
vices, 





CHURCH CO. REINSURANCE 

The Rossia group of companies has 
withdrawn its reinsurance facilities for 
the Church Properties Fire Insurance 
Corporation. One of the Rossia compa- 
nies, the American Reservé, recently had 
on its books considerable reinsurance 
for this new fire company which is spe- 
cializing in Episcopal Church property 
coverage, The National Association of 
Insurance Agents has been opposed to 
this chuch company, which is a non- 
agency insurer, for a long while. Carl 
F. Sturhahn, president of the ‘sane 
group, several months ago expressed his 
sentiments on such reinsurance as fol- 
lows: “Neither the American Reserve 
nor the Rossia nor any company con- 
nected with this office can afford to lend 
its aid to a competitive organization of 
this character against the vital interests 
of our own business connections.” 





STANDARD IN P. F. U. A. 
The Standard Marine of Liverpool has 
been elected a member of the Philadel- 
phia Fire Underwriters Association and 
has appointed Arthur B. Guest, Inc., as 
agent in Philadelphia. 


Geo. Richesds wees 
Insurance Lawyer, Dead 


WROTE REMARKABLE LAW BOOK 


Lectured at Law Schools for Many 
Years and Was Widely Quoted; 
Was 81 Years Old 


The death of the veteran insurance 
lawyer, George Richards, at the age of 
eighty-one at the Doctors’ Hospital, New 
York City, on Saturday, was heard with 
regret by the legal fraternity as he was 
an authority on insurance law, a lecturer 
on it and author of one of the most im- 
portant books used in the schools, uni- 
versities and insurance courses, known 
fas “Richards on Insurance.” It is con- 
stantly being used as a reference book 
‘by insurance legal divisions. Mr. Rich- 
ards established the well known law firm 
which became Richards & Affeld. 

In discussing Mr. Richards and his 
personality and career, David —— 
of Rumsey & Morgan said to The East- 
ern Underwriter: 

“The New York Bar, and particularly 
that portion of it concerned with the law 
of insurance, has sustained a grave loss. 
I shall always think of him first in terms 
of his relentless earnestness and schol- 
arly grasp of his professional problems. 
His high reputation was not only found- 
ed on a long and distinguished career, 
but his memory will long survive in his 
book on the law of insurance, which is 
the most practical and learned treatise 
on the subject which has been produced 
in modern times.’ 

Hartwell Cabell of Cabell, Ignatius & 
Lown said that Mr. Richards in his 
opinion had written the best short text 
-book on insurance law in existence. “As 
a compendium it has no equal,” he said. 

Will'am Otis Badger said that he be- 
lieved that Mr. Richards was for years 
the ablest man in the New York insur- 
ance legal fraternity; that his work on 
insurance was generally regarded as the 
highest authority in insurance law; and 
that his conduct and practice were cred- 
itable to the last degree. 

First Won Distinction at Yale 

Mr. Richards was a Yale man, class 
of ’72, and while there won distinction 
not only in scholarship but also in ath- 
letics. He played on the ball team for 
four years and later in life was fond of 
tennis and golf. He was one of the 
organizers of the Litchfield (Conn.) 
Country Club. He was a Phi Beta Kap- 
pa and belonged to the Century, Univer- 


sity, Yale and Downtown Clubs as well 
as the Association of the Bar of New 
York. He obtained a degree from Co- 


lumbia Law School in 1876 and frequent- 


ly lectured at New York Law School 
and Columbia Law School. He was born 
in Boston and was a son of a clergy- 


man. He is survived by a widow, three 


daughters and two sons. 





FORMING NEW FIRE CO. 
Mather & Co., well-known Philadel- 
phia brokers, are reported to be forming 
the Quaker City Fire & Marine with 
$400,000 capital and $600,000 surplus. 
This office already operates the Cotton 


Marine & Fire, a stock company, and 
the Transportation Mutual, both = of 
Philadelphia. 





FORM “THE FINAL ADJUSTERS” 
A new insurance adjusting 
been organized in Newark 
firm name of the Final Adjusters, with 
a capital of $120,000. The incorporators 
include Herbert Winant and D. Winant 
of Harrison and FE. A. Perreaull of New- 
ark. An office will be — in Newark. 


has 
the 


firm 
under 





E. U. A. TO MEET JUNE 19 

The executive committee of the East- 
ern Underwriters Association held a 
routine meeting last Friday. The next 
meeting of the committee will be held 
on Thursday, June 19, at 10 a.m. and 
the association itself will meet at noon 
on the same day. 
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L U. B. Changes Are 
Approved by Agents 


GOODWIN TALKS AT BUFFALO 





National Association Officer More Hope- 
ful of I. U. B. Operations; Bennett 


on Commission Probe 





Recent changes made in the opera- 
tions of the Interstate Underwriters’ 
3oard and others now contemplated will 
bring these operations more nearly in 
line with local agency requirements, Per- 
cy H. Goodwin, executive chairman of 
the National Association of Insurance 
Agents, told the members of the Buf- 
falo Association of Fire Underwriters at 
their annual meeting on Tuesday. At 
this meeting also was Secretary-Counsel 
Walter H. Bennett of the National Asso- 
ciation. The presence of these two ex- 
ecutive officers was a special compli- 
ment to Jay W. Rose, member of the 
national executive committee, who was 
recently elected president of the Buffalo 
board. 

Mr. Goodwin said that the I. U. B. 
started out under auspicious circumstanc- 
es as a most worth-while undertaking. 
Continuing, he said: 

“Now, while many members maintain 
that they have lost business through op- 
eration of the Interstate Underwriters’ 
Board to big brokers and agencies lo- 
cated in headquarters towns, we must 
appreciate that the past is past and there 
is every indication that with the changes 
of May 15 and the further changes con- 
templated, the operation of the board 
will be brought more nearly in line with 
agency requirements. 

“My investigations of the board have 
received courteous consideration. I have 
reason to believe that the board is earn- 
estly trying to work with us. Investiga- 
tion has proven that many of the charges 
laid at its doorstep were without foun- 
dation. Your executive officers want all 
the information possible in regard to 
agency experience with the board—busi- 
ness lost through its operation, as well 
as business regained. 

“We do insist, however, that informa- 
tion sent in be absolutely authentic. 
Many incorrect reports have reached us. 
There has been an evident impression 
that every chain store or fluctuating 
value line has gone to the Interstate 
Underwriters’ Board, while in truth some 
of these lost lines have gone elsewhere. 
When the management of the board 
shows every indication of willingness to 
work with your national officers, we must 
be careful that our procedure is based 
on definite, indisputable facts. 

“The National Association never yet 
has taken a stand for or against the 
Interstate Underwriters’ Board. If the 
board can be proven to operate to the 
benefit of agents, if through it we may 
be enabled to write the chain store bus- 
iness and fluctuating values, at proper 
rates, rules and forms, we are walk- 
ing blindly over a gold mine of oppor- 
tunity, unless we take advantage of it.” 

Bennett on Commissioners 

Mr. Bennett in his talk referred to 
the coming hearings in Chicago on ac- 
quisition costs, stating that he did not 
believe that fire rates or commissions 
can be lowered without upsetting- the 
economic equilibrium of the fire insur- 
ance business. 

“The commissioners’ investigation is 
obviously predicated on their desire to 
bring about lower rates for the public,” 
said Mr. Bennett. “I believe that they 
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are embarking on a hopeless task, in 
view of their own findings that fire in- 
surance companies are entitled to a 5% 
underwriting profit with an additional 
conflagration factor. They must realize 
that any saving in rate or commissions 
must automatically flow towards the ul- 
timate 5% underwriting profit. It is 
common knowledge that this objective is 
so far distant as not to be reached by 
any action the commissioners can take. 

“To be sure, in certain sections of the 
country underwriting groups have seen 
fit voluntarily to reduce rates on certain 
class, but in undertaking a nation-wide 
sweeping general reduction in rates, the 
commissioners would not be consistent 
with their position that the fire compa- 
nies are entitled to a 5% underwriting 
profit. Exactly the same principle ap- 
plies to any reduction of commissions 
to agents.” 





AETNA BUYS PIEDMONT FIRE 

The Aetna (Fire) of Hartford last 
week acquired a controlling interest in 
the stock of the Piedmont Fire of Char- 
lotte, N. C. This company will continue 
to be operated from its own home office 
but the Aetna will enlarge its scope of 
activities and reinsure much of the bus- 
iness as it is written. The Piedmont 
began business thirty-five years ago and 
at the beginning of this year had assets 
of $1,121,329 and a surplus to policyhold- 
ers of $853,980. Its 1929 premium in- 
come was $331,650. The company oper- 
ates exclusively in North Carolina and 
has about 170 agents. Secretary P. W. 
D. Jones of the Aetna is going to Char- 
lotte to take over the active manage- 
ment of the Piedmont. He was for- 
merly state agent of the Aetna in North 
Carolina for ten years. 





W. C. WILKINSON DEAD 
W. C. Wilkinson, head of W. C. Wil- 
kinson & Co. of Charlotte, N. C., died 
recently. Lawrence H. Wilkinson, the 
oldest son, succeeds him as head of the 
agency. 


AGENTS FIGHT HOTEL PLAN 





Claim that National Union Contract In 
New England Constitutes Discrimi- 
nation and Overhead Writing 
The National Union of Pittsburgh has 
prepared a contract to cover the fire 
insurance on all hotels owned by the 
New England Hotel Men’s Assn. through 
the Consolidated Hotel Service, Inc. The 
company will write these risks at 10% 
below tariff rates and expects to lower 
these rates each year until within five 
years the rates are 35% off the tariff 
charges. A master policy will be issued 
through John C. Paige & Co. of Boston 
and this office will receive a 5% commis- 
sion for writing the entire line. Certain 
local agents are contending that this 
contract is in violation of the rules of 
the Eastern Underwriters’ Association, 
because of overhead writing and rate 

discrimination. : 





GERMAN COMPANIES MERGE 





Germania and Iduna Groups Brought 
Together at Stettin; Control Held 
by Rossia International 
The companies in the Iduna and Ger- 
mania groups of Germany, owned here 
by the Rossia International Corporation, 
are being consolidated. The Iduna Gen- 
eral of Berlin takes over the Germania 
General of Stettin and the Germania Ac- 
cident & Third Party. The Germania 
of 1922, a life company, takes over the 
Iduna Life. The headquarters of the 
entire Germania-Iduna group will be in 
Stettin and all the companies will be 
under the administration of Managing 
Director Klein. Controlling stock of the 
Iduna companies was purchased last year 
by the Globe Underwriters’ Exchange, 
Inc., of New York and the Germania 
companies were owned by the Rossia. 
With the formation of the Rossia Inter- 
national the Germania stock was turned 
over to it and a few weeks ago the Iduna 
holdings were bought from the Globe 

Underwriters’ Exchange. 


—— 


Southern Changes in 
Adjustment Bureay 


INDEPENDENT ARE = JOINING 





Several New Offices Are to Be Opened 
in Number of Southern Centers; 
Personnel Is Announced 





The Fire Companies’ Adjustment By. 
reau, Inc., Southern branch, has ap. 
nounced the following changes to be. 
come effective on June 1: 

James L. Murphy, Jr., and associate 

independent adjusters, with offices at 
Jacksonville, Orlando and Tampa, Fla, 
will become a part of this organiza. 
tion, James L. Murphy, Jr., becoming 
manager of the Jacksonville office and 
Stanley Kelley being assigned as ad. 
juster to the same office. 
_ C. R. Woolery and W. B. Hollis, ad- 
justers at the Jacksonville office, wil 
continue as at present. H. G. Heyward, 
now manager of the Jacksonville office, 
is transferred to Atlanta, where he and 
Sims Bray, senior adjuster at Atlanta, 
will become general adjusters, special- 
izing on use and occupancy and marine 
cotton. 

Other members of the Murphy organi- 
zation are assigned as follows: R. G 
Trezevant to the Tampa office as ad- 
juster; H. C. Harrison to the Orlando 
office as adjuster; John R. Osborne to 
the Raleigh, N. C., office, and W. G. 
Ryan to the Greensboro, N. C., office as 
automobile adjuster. 

H. E. Parker of the Miami, Fla., of- 
fice becomes manager of the Miami of- 
fice, and H. H. McFern, heretofore in 
charge of that office, is transferred to 
Bristol, Va., to take charge of the new 
office which the Fire Companies’ Ad- 
justment Bureau, Inc., will open there. 
F. L. Adams, adjuster at Miami, will 
continue as adjuster at that point. 

J. Wallace Lamar, for the past four 
years an independent adjuster at Pen- 
sacola, Fla., becomes manager of the 
new office being opened by the Fire 
Companies’ Adjustment Bureau, Inc., at 
Pensacola. 

The following changes, effective as of 
June 15, are announced: 

The Montgomery, Ala., office of the 
Fire Companies’ Adjustment Bureau, 
Inc., becomes an independent office, with 
E. R. Cotter as manager, transferred 
from Chattanooga, Tenn. J. W. McCann 
of the McCann-Ryan Co., independent 
adjusters at Montgomery, Ala., succeeds 
Manager Cotter at Chattanooga. A. D 
Rocquemore, automobile adjuster in the 
McCann office, is assigned to the Mont- 
gomery office as automobile adjuster. 

The Mobile, Ala., office becomes an 
independent office and J. P. Dismukes, 
adjuster in charge at Montgomery, 15 
transferred to Mobile. 

John M. Baarcke, adjuster in charge 
at Mobile, transfers to the Columbia, 
S. C., office as adjuster, under Manager 
H. M. Bray. 





HALL & HENSHAW TO MOVE 

Hall & Henshaw have leased for sev- 
eral years the four story building at 12 
Platt Street containing about 8000 
square feet. They are now at % John 
Street and 21 Platt Street, running the 
full length of the block on Gold Street. 
This property has been sold to Chubb 
& Son, who will occupy a new building 
to be erected on the site. 
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HE modern dam impounds its great 
reserves to maintain a fair distribu- 

tion of water, and is a vital factor in flood 

control. It gives security to a wide area. 








The insurance company maintains its 
reserves for the just payment of indemnity 
and for the security of the property placed 
in its care. 











Roosevelt Dam, Ariz. Ewing Galloway 
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Look for the Royal Shield on an insur’ 
ance policy—it means security first. 
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Many Plan To Attend 
Commission Hearings 


IN CHICAGO JUNE 11, 12, 13 





Fire Companies and Agents’ and Brok- 
ers’ Organizations Name Representa- 
tives to Edgewater Beach Hotel 





Many fire insurance men will attend 
the hearings of the acquisition cost com- 
mittee of the National Convention of In- 
surance Commissioners in Chicago on 
June 11-13 at the Edgewater Beach Ho- 
tel either as representatives of organi- 
zations or companies. Many agents’ and 
brokers’ associations will also be per- 
sonally represented by officers. 

Executives of fire insurance compa- 
nies who have signified their intention 
to be present are Richard A. Corroon, 
president, Corroon & Reynolds, Inc.; 
Wilfred Kurth, president, Home of New 
York; Neal Bassett, president, Firemen’s 
of Newark; Paul L. Haid, president, 
Continental; E. C. Jameson, president, 
Globe & Rutgers; C. F. Shallcross, 
United States manager, North British & 
Mercantile; William Mackintosh, assist- 
ant United States fire manager, Royal; 
Jame s Marshall, president, Northern of 
New York; Sidney R. Kennedy, presi- 
dent, Buffalo Insurance Co.; Alfred F. 
os president, Northwestern National; 
*. H. Hawley, president, Ohio Farmers: 

‘dward Milligan, president, Phoenix of 


Aan tford; R. M. Bissell, president, Hart- 
ford Fire; F. D, Layton, president, Na- 
tional of Hartford; Ralph B. Ives, presi- 
dent, Aetna. 

Fire company organizations will be 


represented as follows: Eastern Under- 


writers Association, Sumner Rhoades, 
manager; Board of Fire Underwriters of 
the Pacific, H. F. Badger, secretary; 
West Virginia Uniformity Association, 


George C. Long, Jr., 
Underwriters’ 
Thomas, 

derwriters 


president; Western 
Association, Charles F. 
secretary; South-Eastern Un- 
Association, William F. Dun- 


bar, manager; Western Insurance Bu- 
reau, C. F. Schad, assistant secretary; 
National Automobile Underwriters As- 


sociation, J. Ross Moore, manager. 
Among the agents’ and brokers’ asso- 
ciation to be represented will be the fol- 


lowing: Insurance Brokers’ Association 
of New York, Berthold M. Harris, sec- 
retary; Insurance Club of Pittsburgh, 
John A. Dalzell; National Association of 


Walter H. Bennett, 
secretary-counsel and George D. Mark- 
ham, St. Louis; General Brokers Asso- 
ciation of the Metropolitan District, H. 
A. Bayern; New York State Association 
of Local Agents, T. L. Rogers, president; 
Fire Insurance Agents’ Association of 
New York City, Warren F. Goodwin, 
president, and the Brooklyn Insurance 
Brokers’ Association, Mortimer L. Na- 
thanson, presicent. 


Insurance Agents, 


FIREMEN’ S APPOINTMENT 
David G. Miller has been appointed an 
agent for the Firemen’s of Newark, with 
headquarters at Bangor, Maine. 











agents. 








NEWARK FIRE INSURANCE COMPANY 


150 William Street, New York 
Incorporated 1811 


A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 


Agents Wanted Where Not 
Represented 














SCHUCHHARDT IN CAMDEN 

Due to the arrangement of its New 
Jersey field by the Great American fleet, 
Special Agent Charles Schuchhardt, who 
has handled the American Alliance, 
Massachusetts Fire & Marine, Rochester 
American and County Fire in South Jer- 
sey for several years, relinquishes part 
of his former territory but takes on the 
Great American, American National and 
Detroit Fire & Marine in addition to his 
former list. While his headquarters have 
heretofore been at the home office in 
this city he is moving to Camden, N. J., 
where his address is P. O. Box 327. 





COMPANY LOSES CHARTER 


The Old North Fire Insurance Co. of 
Princeton, New Jersey, which was in- 
corporated in May, 1929, with a capital 
of $100,000 and a ‘surplus of $50,000, has 
forfeited its charter through the fact of 
being unable to comply with the rules 
and requirements of the New Jersey in- 
surance laws. The company was backed 
by business men of Princeton. 





OLD AGENCY INCORPORATES 


The H. VanIderstine Agency at Key- 
port, N. J., has been incorporated with 
a capital of $100,000. The members of 
the firm and mcorporators include Harry 
VanIderstine of Sewaren and R. Nash of 
W oodbridge. 





LICENSED IN TWO STATES 
It has been announced that the New 
Brunswick Fire has been licensed to. do 
business in South Dakota and Wyoming. 


COMPREHENSIVE AUTO FORM 





National Ass’n Staff Working on De- 
tails of Policy to Cover All Fire 
Company Risks 


The staff committee of the National 
Automobile Underwriters’ Association 
was in continuous session for several 


days in New York beginning with Wed- 
nesday of last week. The committee is 
trying to work out the details for a new 
comprehensive policy which has been 
approved in principle by the association 
membership. Such a policy would in- 
clude for a single premium coverage 
against fire, theft, flood, windstorm, riot, 
towage and several other hazards and 
“eae collision. 


TO SURVEY COUNTY BUILDINGS 

The board of county commissioners 
at South Bend, Ind., has appointed a 
committee of four insurance men _ to 
make a survey of all county buildings 
to determine whether the buildings are 
sufficiently insured. The committee is 
composed of A. J. Schindler, Alexis 
Coquillard, Charles Carlisle and John 
Weber. 


CHARLES S. STONE DEAD 
Charles S. Stone, member of the in- 
surance firm of Stone, Stafford & Stone 
of Indianapolis, Ind., died recently. He 

had been in insurance since 1889. 


AMERICAN RESERVE TO MOVE 
The American Reserve of the Rossia 
group is to move its executive office 
from Hartford to New York at 85 John 
Street. 











Agents’ Program For 
New England Meeting 


PROMINENT SPEAKERS LISTED 





Convention Will Be Held At Bretton 
Woods, N. H., July 8-10; Group 
Conferences Scheduled 





The program is now practically com- 
plete for the ninth annual convention of 
the New England Association of Insur- 
ance Agents to be held at the Mt. Wash- 
ington Hotel, Bretton Woods, N. H., on 
July 8, 9, and 10. Following the usual 
custom the program will start off with 
an informal get-together dinner Tuesday 
evening, July 8, when there will be some 
speeches from prominent officials. The 
first business session will be called to 
order Wednesday morning and will in- 
clude the officers’ reports, to be fol- 
lowed by an address by Clyde B. Smith 
of Lansing, Mich., president of the Na- 
tional Association of Insurance Agents, 

A discussion period on “What’s Ahead” 
will be lead by Fredrick V. Bruns, presi- 
dent of the Excelsior of New York. 
There will also be an address by Emer- 
son J. Schofield, vice-president of the 
Standard Accident of Detroit, and three 
ten minute talks by local agents on “Co- 
operation, Efficiency and Organization,” 
In the afternoon will be held the annual 
golf tournament and the bridge party. 

On Wednesday the annual banquet will 
be held with addresses by Governor 
Charles W. Tobey of New Hampshire; 
Howard P. Dunham, insurance commis- 
sioner of Connecticut; John E. Sullivan, 
insurance commissioner of New Hamp- 
shire; Clyde B. Smith, and Chester B. 
Jordan of Keene, N. H. Thursday’s busi- 
ness session will include three ten min- 
ute talks by company field men. There 
will be a conference group discussion for 
agents writing $100,000 and over in pre- 
miums and for agents writing under 
$100,000 in premiums. 

Thursday afternoon the final round of 
golf will be played and in the evening 
the annual entertainment with presenta- 
tion of golf and bridge prizes will take 
place followed by the annual ball. Spe- 
cial rates for the Mt. Washington Hotel 
during the Convention will be as follows: 
$9.00 a person a day for room with bath 
or $7.00 a person a day for room with- 
out bath. Registrations are coming in 
steadily and ‘applications should be sent 
to Charles W. Varney, chairman of the 
registration committee, Rochester, N. H. 





MAILMEN TO REPORT FIRES 

The Post Office Department has in- 
structed rural and star-route carriers to 
assist the state and national forest offi- 
cers by reporting forest fires which shall 
come to their attention. The state and 
national authorities will inform post- 
masters as to whom the discovery of 
fires should be reported and each rural 
carrier is directed by the postmaster to 
co-operate in them to the fullest ex- 
tent. 
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. The FULTON—now represented in many of the best agencies in this country. 
We expect to appoint many more agents and can demonstrate to you, 
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If interested—would be glad to hear from you. 


UNDER HANOVER OPERATION AND MANAGEMENT 


© 


UU A 























May 3 








May 30, 1930 

























‘LOYALTY GROUP 


JANUARY 1, 1930 STATEMENTS 









NEAL ry yf President JOHN KAY, Vice-President and Treasurer 
- H. HASSINGER 










































GER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 
FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY SURPLUS 
_ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 
HENRY M. GRATZ, President Pecos Wecmiagmcnepalioty JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 
THE GIRARD F. & M. INSURANCE CO. 
$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 
NEAL ba gt Presiden HN KAY, Vice-President 
HASSI INGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres* t 
MECHANICS INSURANCE CO. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 
NEAL BASSETT, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 
NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 
EA AT HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD TREMP. 2a "Vice Pres - a 


SUPERIOR FIRE INSURANCE CO. 
$ 5,073,876 $ 3,061,200 $ 1,000,000 $ 1,012,676 $ 2,012,676 





NEAL BASSETT, Chairman of Board 


. W. E. WOLLAEGER, President OHN KAY, Vice-President 


A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice- Pres’t 


| 
| CONCORDIA FIRE INSURANCE CO. | 
| 
| 









—$ 5,564,987 $ 3,078,063 $ 1,000,000 $ 1,486,923 $ 2,486,923 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CAPITAL FIRE INSURANCE CO. 
$ 652,382 $ 13,200 $ 300,000 $ 339,182 $ 639,182 


os. YunetiE, Pees NEAL BASSETT, Chairman of Board eee 
CHAS. resident ce-Pres t 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD TREMP, 2d Vice-Pres’t ws 


MILWAUKEE MECHANICS’ INSURANCE CO. 
$13,045,126 $ 7,886,590  $ 2,000,000 $ 3,158,536 $ 5,158,536 


| 
NEAL BASSETT, Chairman of Board | 

J. SCOFIELD ROWE, President S. WM. BURTON, Vice-President | 
| 

| 

| 


























J. C. HEYER, Vice- President EARL R. HUNT, —_ President outa P. STANTON, Vice-President S. K. McCLURE, Vice-Pre sident 
JOH IN KAY, Vice-President . H. HASSINGER, Vice- President WELLS T. BASSETT, Vice-Pr coldien’ 


METROPOLITAN CASUALTY INSURANCE CoO. 
$14,945,383 $10,320,195 $ 1,500,000 $ 3,125,187 $ 4,625,187 





NEAL BASSETT, Chairman of Board 


C. W. FEIGENSPAN, President W. VAN WINKLE, Vice-President 
E. C. FEIGENSPAN, Vice-President JOHN KAY, Vice- President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-Pr esident 


COMMERCIAL CASUALTY INSURANCE CO. 
$14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


$131.779,040* $58,562,251 $49,400,938 


WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 


844 Rush Street, Chicago, Ill. 10 Park Place 








San Francisco, California 


H. A. CLARK, Manager ‘ Newark, New Jersey 60 Sansome Street | 
Ai ii CANADIAN DEPARTMENT _ W. W. & E. G. POTTER, Managers | 
H. R. M. SMITH 461-467 Bay St., Toronto, Canada Ass’t Managers 
JAMES SMITH FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 





* Capital and Surplus of affiliated companies owned by Firemen’s, appear in gross assets of both. 


LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
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Arson Arrests Are 
Rapidly Increasing 


REPORT TO NATIONAL BOARD 





Committee on Incendiarism Tells of Con- 
stantly Greater Efforts to Curb 
Crooked Fire Claims 





One of the biggest developments of 
the National Board of Fire Underwrit- 
ers during the last twelve months has 
been in the direction of curbing incen- 
diarism and arson. To the already ex- 
cellent department of the board headed 
by F. R. Morgaridge was added A. Bruce 
Bielaski, prominent criminal investigator, 
and many special agents so that there 
are now seventy-four of these agents 
operating from New York, Chicago and 
San Francisco offices. Arrests for in- 
cendiarism are continually on the in- 
crease. The committee on arson of the 
National Board in its report to the an- 
nual meeting last week in New York 
outlined in detail some of the achieve- 
ments recorded since May, 1929. The 
report follows in part: 

“In order to give prompt and eff- 
cient service in all parts of the country, 
we have stationed additional men in each 
of the following states: Florida, Arkan- 
sas, North Carolina, Ohio, Louisiana, 
Alabama and Virginia. Additional spe- 
cial agents have also been located at 
Utica, N. Y.; Wilkes-Barre, Pa.; and in 
Essex, Bergen and Passaic counties, New 
Jersey. It is the plan of the commit- 
tee during the coming year to station 
men at additional points, notably in Tex- 
as, Minnesota and Michigan. 

“In addition to the regular work of 
the investigation of specific fires, it has 
lately been found desirable and, in fact, 
necessary to the adequate performance 
of the work of this committee, to cre- 
ate a special squad which can be free 
from routine work ordinarily required of 
our special agents who can devote their 
entire time uninterruptedly to those pro- 
fessional firebugs or individuals who set 
fires as a business. 

“While investigation work of this 
character is more difficult and requires 
more time and patience, it is believed 
that the conviction of one such profes- 
sional is equivalent to the conviction of 
many of those who in indivdual cases, 
through stress of circumstances or oth- 
erwise, cause fires, but who are not what 
might be termed professionals. 

Investigations by Special Agents 

“During the year personal investiga- 
tions of fires of suspicious origin have 
been made by our special agents and 
detailed written reports submitted in 
2,630 cases. Many of the requests which 
come to us for the investigation of sus- 
picious cases are received from public 
officials with whom our representatives 
co-operate. 

“We note for your attention that dur- 
ing the past three years public officials 
have instituted criminal proceedings in 
connection with the cases mentioned, re- 
sulting as follows: 


1927 1928 1929 
6M Ce ee 549 699 802 
Convictions ...... 274 319 313 
Agiittals: <.6....02 100 181 200 


“Our files now contain complete re- 
ports of investigations made by our spe- 
cial agents during the past thirteen years 
of 13,347 fires of incendiary or suspicious 
origin. The total record to date of ar- 
rests and convictions by the authorities 
in connection with these fires is shown 
by the following figures: 

PETRUS aos oieccs once ee 
Gonvictions .......5... 2,351 

“Thus our files contain specific infor- 
mation regarding the 2,351 convictions 
that have been obtained, including, in 
many instances, photographs and aliases 
used, which are of value in the event 
of further operations by these crimi- 
nals. 

“For example, a man was arrested in 
San Francisco on a charge of arson and 
his photograph and Bertillon measure- 
ments were taken. Investigation dis- 


closed that under different aliases he had 
had fires in all parts of the country and 
was wanted in St. Louis, Mo. by the 
authorities in connection with a furniture 
store fire in that city. He entered a 
plea_of guilty in the California case and 
was sentenced to San Quentin Prison. 
Thus our records enabled us to identify 
this defendant and were largely respon- 
sible in causing him to enter a plea of 
guilty. 
Exceptional Cases Recorded 

“1. In connection with a fire which 
occurred in a middle western state in- 
volving the destruction of a hotel, an 
investigation by a special agent of this 
department resulted in charges of mur- 
der and arson being returned against 
four defendants. Unpaid insurance to 
the amount of $189,000 is involved. 

“2. In the investigation of a fire in 
another western city in which a repre- 
sentative of this department participated, 
the local authorities brought about the 
arrest of six persons who are charged 
with arson and murder. One of these 
defendants killed himself on the eve of 
the trial, the second was tried and con- 
victed of murder, and sentenced to life 
imprisonment. The other cases result- 
ing from this fire will be tried at the 
next term of court. 

“3. In connection with a fire in Penn- 
sylvania which occurred in 1925 and in- 
vestigated by a special agent of this 
denartment in 1929, indictments were re- 
turned charging four individuals with the 
crime of arson. Two of these entered 
pleas of guilty and testified for the state. 
One of the other defendants, a promi- 
nent attorney, was convicted and _ his 
conviction was affirmed by the Supreme 
Court. His accomplice, the man who 
actually set the fire, was also convicted. 
During the trial of this case three men 
were arrested, charged with embracery, 
for attempting to influence the jury in 
behalf of the defendants. The trial of 
the case was halted and continued over 
the term, and the three defendants guilty 
of embracery were convicted and sen- 
tenced. 


“During the fiscal year just closed the 


Costs of Producing 
Various Sized Maps 


TWO SCALES ARE DISCUSSED 





National Board Committee Reports on 
Pros and Cons of 50 and 100 Foot 
Scales; Correcting Sheet Maps 





Views of the members of the commit- 
tee on maps of the National Board of 
Fire Underwriters and officials of the 
Sanborn Map Co. on the scale on which 
maps should be made featured the re- 
port of this committee presented by 
Chairman R. P. Barbour at the annual 
meeting last week of the National Board. 
Mr. Barbour said that while there is 
substantial agreement among Board com- 
panies that the fifty foot scale should 
be used in all congested mercantile and 
light manufacturing areas, there is some 
sentiment for adoption of the one hun- 
dred foot scale in dwelling and outlying 
sections, but many do not clearly under- 
stand the work this entails. 

“The ground area covered by one 
sheet on one hundred foot scale is four 
times that covered by a fifty foot scale, 
but the expense incurred in surveying 
and plotting is the same in either case,” 
said Mr. Barbour. “Furthermore, the 
small scale makes the outline of indi- 
vidual buildings so small as to render 
information difficult to record and you 
can appreciate that printing, handling 
and pasting little correction slips one- 
half inch square presents difficulties as 
compared with those double that size. 
For these reasons the lesser cost of 








model arson law was enacted in Wis- 
consin, Missouri and Illinois, making a 
total of twenty-seven states which have 
now adopted this law. It is our pur- 
pose during the next legislative session 
to promote the enactment of this law 
in those states where the necessity for 
broadening the law is apparent. We are 
also giving some thought to strengthen- 
ing the model arson law as now written.” 
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printing a smaller number of origina 
sheets on one hundred foot scale is some. 
what offset by the greater cost of prep. 
aration and of subsequent corrections 
because of the minuteness of the work. 
manship and all of these factors mus 
be reflected in the final price of map 
and corrections. 

“The average life of a bound volume 
is somewhere in the neighborhood 6 
twenty years and by looking backwarj 
at the cities with which we are familiar, 
and the changes that have occurred 
therein, it can be seen that care and 
good judgment must be used in select. 
ing the areas to be shown on the one 
hundred foot scale and still provide for 
the necessary corrections of the. maps 
during twer.ty. years, with all the uncer. 
tainties of development from dwelling to 


mercantile, or other occupancies. Hence, 


while we. may encourage the small scale 
wherever feasible, particularly in dwell- 
ing and small building areas more or 
less settled in character, or in outlying 
sections, we must recognize that its use 
has limitations and the economies are 
not always commensurate. 
Correcting Sheet Maps 


“As a means of demonstrable saving § 


in cost and size of maps effort is made 
to eliminate, or to show on a small scale, 
such things as parks, cemeteries, rail- 
road tracks and large buildings of little 
value; likewise to show large industrial 
plants on a small scale without much 
detail in view of the fact that these are 
generally underwritten from inspection 
bureau plans and surveys. 

“Another interesting subject discussed 
is the possibility of correcting sheet 
maps. This has been done with appar- 
ent success for many years in Pacific 
Coast territory and’ has recently been 
extended tentatively to other fields. 
Small town maps normally have been 
republished on an average of seven to 
ten years with no corrections in the 
meantime. It is felt that by making cor- 
rections the life of these maps may be 
considerably extended, especially in 
towns having little growth or change. If 
corrections ‘are to be made to sheet 
maps it is almost essential that they 
should be mounted, without folding, in 
a holder similar in size to bound vol- 
umes. The housing of maps so mounted 
will require more ground area, but such 
expense should be more than offset by 
the reduced cost of correcting small 
town maps. as against republication 
thereof, besides the advantage of more 
up-to-date information, and the saving 
in cost of transferring line data from 
old maps to new. Only 20% of the com- 
panies use the small size, folded map; 
the other 80% of the companies bind 
their small town maps in the larger 
holders.” 





MORE JOIN INLAND ASSOCIATION 





Additional Signatures Necessary, How- 
ever, Before Supporters Will Place 
Marine ly in Operation 
The Inland Marine Underwriters’ As- 
sociation executive committee met on 
Tuesday of this week to review the 
progress made in securing additional 
members. While the association has a 
full set of executive officers headed by 
Hendon Chubb of Chubb & Son and has 
formulated commission and other rules, 
it will not commence to function until 
the prescribed number of companies have 
pledged co-operation in this movement 
to stabilize inland marine underwriting. 
As yet there are some companies sought 
as members which have not decided on 
whether to come in, but each week has 
seen a depletion of the ranks of, the 
hold-outs, and the executive committee 
is confident that the association will be- 

come a reality in the near future. 


FIFTY-EIGHTH BIRTHDAY 

Fred S. James & Co. this month ob- 
served its fifty-eighth anniversary. ‘t 
was established in 1872 in Chicago and 
now covers all parts of the country. The 
New York office was opened in Septem- 
ber, 1904. Today all the offices of the 
firm offer complete facilities covering 
the entire insurance field, including fire, 
marine, casualty, surety and life. 
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While Number Of Fires Increases 


Average Loss In Cities Declines 


Interesting statistics on fires in large the record of our five largest cities of 


cities and origin of fires in general were 
presented to the annual meeting of the 
National Board of Fire Underwriters 
last week by the committee on statistics 
and origin of fires. The committee re- 
port stated that while there is an in- 
creasing number of fires there is a de- 
clining average loss. On this subject the 
report states: 

“One fact of more than passing inter- 
est is the continuous increase in the 
number of fires in our larger cities, ac- 
companied, fortunately, however, by a 
decrease in the average loss per fire. The 
inference drawn does not reflect credit 
upon the public, although it is a tribute 
to the high standard of efficiency of the 
fire departments, and to our educational 
work in building construction and safe- 
vuarding hazardous industries, which is 
reflected in the localization of the fires. 
The chiefs report an average of 98% of 
fires confined to building or place of ori- 
vin. Our Fire Prevention campaign has 
apparently been successful in its efforts 
establishing conditions making 
the control of fires, but there is 
till a tremendous field ahead in the de- 
velopment of a public sense of culpabil- 
ity in the starting of fires, not only 
through design but equally through neg- 
ligence. The analysis of losses by causes 
compiled by our Actuarial Bureau shows 
the following: 


»wards 


t 
| ssible 


due to. strictly preventable 
fires due to partly prevent- 
able causes, 25%; fires due to unknown 
chuses (probably largely preventable), 
1507 


“Fires 
causes, 30% P 


45%. 

“As evidence of this condition of an 
increasing number of fires with a de- 
clining average loss, we cite herewith 





VA. FIRE FORMS BROADENED 

Approval of certain forms of fire poli 
cies as amended by the Virginia Insur- 
ance Rating Bureau has been given by 
the State Corporation Commission. The 
changes include a provision broadening 
the dwelling policy form, the household 
furniture item being extended to include 
any household furniture that may be 
stored in an outhouse on the premises 
not to exceed 10% of the item on house- 
hold furniture. A work and materials 
clause much broader than the old form 
has also been approved in dwelling poli- 
cies. The commission has likewise ap- 
proved a special endorsement for use in 
connection with buildings from which a 
hazardous occupancy has been removed 
and also a revised form for companies 
writing rain insurance to be used in 
connection with fairs and running races 
where the demonstrated income for 
has been $5,000 or 


three years or morc 
more. 
VIRGINIA MERGER 
Tabb, Brockenbrough & Ragland and 


Ivey L. Arrington & Co., Richmond, Va., 
local agencies, have been merged, keep- 


ing the name of the former. The Ar- 
rington agency was the sole agent for 
the Home of New York. T. Garnett 


Tabb is president of the Virginia Asso- 
ciation of Insurance Agents. 
35 YEARS WITH COMPANY 
Ernest W. Speroni, chief solicitor of 
the New York local department of the 


Great American, last week celebrated 
his thirty-fifth anniversary with the 
company. He was given a dinner by a 


number of his friends in the department 
in honor of the occasion. 
PUBLIC FIRE DIVIDEND 

The directors of the Public Fire of 
Newark have declared an initial dividend 
of 5% on the capital stock of the com- 
pany, payable July 1 to stockholders of 
June 16. The company began business 


on May 4, 1928. 


the years 1920-1929, inclusive. For a ba- 
sis of comparison we have divided this 
span into two five-year periods, and, as 
the aggregate fire loss is practically the 
same in each term, we believe it presents 
a fairly accurate picture. 


New York 
Average number of fires yearly. 18,484 
(1920-1924, inclusive) 
\verage number of fires yearly. 25,610 
(1925-1929, inclusive) : 
Percentage of increase.......... 39% 
Average loss per fire........... $1,082.42 
(1920-1924, inclusive) 
Average loss per fire........... 732.87 
(1925-1929, inclusive) 
Percentage of Decrease... iis.. 32% 


*Increase. 


“We realize that an increase in burn- 
able values throughout the years should 
be taken into consideration, but we un- 
fortunately have no accurate data on 
which to make computation, and, on the 
other hand, a rise in value of property 
makes more impressive the decreased 
loss per fire. If the loss per fire had 
not been reduced concurrently, the pres- 
ent vearly destruction would stagger the 
‘magination. 

“The section devoted to foreign cities 
provides the usual interesting comparison 
with records of American municipalities ; 
and while a per capita comparison is not 
a Satisfactory basis. it is the best avail- 
able despite its fallacies. When we see 
such per capita cents for 
London, 96 cents for Glasgow, 60 cents 
for Lyon and 11 cents for Stuttgart, we 
realize how much must still be done in 
the reduction of our national fire waste.” 


losses as 61 








NORTH AMERICA STOCK 
Subject to the approval of stockholders 
at their special meeting on June 30 to 
vote on the increase in the capital stock 
of the Insurance Co. of North America, 
the directors have voted to issue to 
stockholders of record August 15 rights 
to purchase one share, par $10. at $40, 
for each eight shares then held. The 
new stock is to be paid for by October 
1 The company plans to use 75.000 of 
the 500,000 new shares to exchange for 
the majority of shares of the Central 
Fire of Baltimore. 
25 YEARS WITH NAT’L UNION 
C. A. Worthington & Co.. local agents 


at Trenton, N. T., this month celebrated 


their twenty-fifth anniversary as repre- 
sentatives of the National Union of 
Pittsburgh. In 1905 the agency was 
headed by A. L. Worthington but upon 
his death was taken over by his son, 
C. A. Worthington, who is now in charge. 

N. J. CASE BACK ON DOCKET 

The United States Supreme Court has 
ordered restored to the docket the cases 
of O'Gorman & Young of Newark 
against the Hartford Fire and Phoenix 
Assurance involving the constitutionality 
of the New Jersey uniform commission 
law. Last December the Supreme Court 
declined to review the case and it was 
recently re-argued 


GERMAN OFFICES COMBINE 

Bleichroeder & Co.. Hamburg insnr- 
ance brokers, well known also in. this 
city, have entered into a combine with 
the smaller Hamburg firm of Uffel & 
Co. which is losely affiliated with Erich 
Uffel & Co., Kommandit Co. and the 
North German Insurance Office. 


PACIFIC AMERICA PROMOTIONS 

D. W. Pierce has been promoted to 
executive vice-president of the Pacific 
American Fire and M. R. Johnson has 


been elected a member of the board of 
directors and of the executive committee. 


AGENTS’ QUALIFICATION BILL 


National Board’s Laws Committee Says 
It May Approve Draft Prepared by 
Commissioners; Adjustment Bills 


If the National Board of Fire Under- 
writers subscribes to any agents’ quali- 
fication bill it will be the draft which 
has been approved by the National Con- 
vention of Insurance Commissioners, 
William H. Koop, chairman of the com- 
mittee on laws, reported at the annual 





Phila- ; Los 

Chicago delphia Detroit Angeles 
15,530 5,414 5,321 4,062 
20,358 6,871 9,300 7,883 
31% 27% 75% 94% 
$464.72 $1,186.18 $619.75 $363.71 
675.18 793.25 451.36 304.83 
45%* 33% 27% 16% 





meeting last week of the National Board. 
Speaking of agents’ qualifications, Mr. 
Koop said: 

“One of the important legislative prob- 
lems which has confronted us is that 
of agency qualification laws. Such mea- 
sures sought to be enacted in the sev- 
eral states have varied greatly but in 
practically all instances have contained 
provisions so restrictive of the rights of 
the companies to select their individual 
representatives, for whom they are re- 
sponsible, and taken so little cognizance 
of the exigencies of the business with 
respect of the varying needs of the com- 
munities to be served, that your com- 
mittee, acting for you, has been unable 
to subscribe to the measures introduced. 
Your committee is on record to the ef- 
fect that if an agency qualification law 
is anywhere necessary, the draft ap- 


proved by the National Convention of 
Insurance Commissioners is suitable. 


Legislation and Adjustments 


“During the year we have encountered 
as usual much legislation growing out 
of adjustments. In New York state a 
bill was enacted which provides that the 
company must furnish copy of any ex- 
amination under oath or other blank 
upon which a signature is required of 
the assured, otherwise it may not be 
made part of the proof of loss or used 
as a defense in any action. In South 
Carolina a measure was enacted which 
provides that within five days after no- 
tice is received a company must notify 
the claimant of the conditions of the pol- 
icy precedent to collection, and further 
provides that no non-waiver agreement 
shall be binding or have any effect in 
the state. 

“When we consider that rate cases 
have been determined by the Supreme 
Courts of the states of Arkansas, Kansas 
and Missouri, and by a Statutory Court 
of three judges of the latter state, as 
well as by the Corporation Commission 
of Virginia, no two of which may be 
reconciled one with another, it is more 
and more apparent that there should be 
such a formula generally adopted and 
recognized under which rates may be 
computed with reasonable certainty and 
the tremendous expense incident to liti- 
gation may be avoided.” 





T9 ADDRESS GEORGIA AGENTS 
W. Eugene Harrington, past president 
of the National Association of Insurance 
Agents; W. B. Harrison, insurance com- 
missioner of Georgia; Vincent L. (al- 
lagher, secretary of the America Fore 
companies; E. J. Schofield, vice-presi- 
dent of the Standard Accident of Detroit, 
and Harold E. Taylor, advertising man- 
ager of the American of Newark, are 
among those who will speak at the an- 
nual meeting of the Georgia Associa- 
tion of Insurance Agents to be held at 
Brunswick, Ga., June 13-14. 
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NORMAN T. ROBERTSON, President 


Surplus to Policy Holders 


of identity of interest, as shown by GERMANIC’S 
profit sharing plan; a sincere desire to help its 
agents with their problems; and the ability so to do 


Germanic Representation an Agency Asset 
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What is your idea of 


An Insurance Company’ 


Not to the public or policyholders is this question 
addressed. For, properly enough, most people leave the choice 


of an insurance company to their agent or broker. It is directed 


to the producers of premiums. 


We leave the answer to them. We believe they indicate 
their attitude plainly enough. Daily the number of producers 
who do business with companies in this group is growing. The 
increasing volume received from old friends is gratifying. We 
believe it is due to interest in the producer and cooperation in 


solving his problems, extending to the following classes of 


insurance: 
Fire Profits 
Automobile Rent and Rental Value 
Explosion Leasehold 
Riot Aviation and Aircraft 


Civil Commotion Inland Marine 


Tornado and Windstorm “All Risks” and Merchandise Floaters 
Sprinkler Leakage Plate Glass 
Use and Occupancy All Casualty and Bonding Lines 


If you are interested we suggest that you ask any 
producer who represents one of our companies what his 


idea of it is. 





AMERICAN EQuitaBLE ASSURANCE Co. 
oF New York 
Capital, $2,000,000.00 





Bronx Fire INsuRANCE CoMPANY 
OF THE City or New York 
Capital, $1,000,000.00 
BrRoOKLYN FirE INSURANCE Co. 
Capital, $1,000,000.00 





GLoBE INSURANCE Co. oF AMERICA 
Pittsburgh, Pa. 
(Incorporated 1862) 


Capital, $1,000,000.00 





INDEPENDENCE FirRE INSURANCE Co. 
Philadelphia, Pa. 
Capital, $1,000,000.00 





INDEPENDENCE INDEMNITY Co. 
Philadelphia, Pa. 
Capital, $1,250,000.00 


JEFFERSON FIRE INSURANCE Co. 
Newark, N. J. 
Capital, $400,000.00 





KNICKERBOCKER INSURANCE Co. 
oF New York 
Capital, $1,000,000.00 





Liserty Bett. INSURANCE COMPANY 
Philadelphia, Pa. 
Capital, $1,000,000.00 





MERCHANTS AND MANUFACTURERS 
FirE INSURANCE CoMPANY 


Newark, N. J. 
(Chartered 1849) 


Capital, $1,000,000.00 





New York Fire INsuRANCE CoMPANY 
(Incorporated 1832) 


Capital, $1,000,000.00 


REPUBLIC FIRE INSURANCE Co. 
oF AMERICA 


Pittsburgh, Pa. 
(Incorporated 1871) 


Capital, $1,000,000.00 





SYLVANIA INSURANCE ComMPANY 
Philadelphia, Pa. 
Capital, $1,500,000.00 


CORROON & REYNOLDS 


INCORPORATED 


INSURANCE UNDERWRITERS 


Manager 
92 William Street 


New York, N. Y 
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Syracuse Convention Sidelights 


Some of the Reasons for the Big Attendance at Agents’ Meet- 
ing; Resolution Supports Conway; Gardner on Legis- 
lation; Names of Directors 


Whatever doubts may have been held 
in this state about the tendency of in- 
surance agents to attend the annual con- 
ventions of the New York State As- 
sociation of Local Agents, Inc., on ac- 
count of the frequent regional meetings 
were dispelled last week when the as- 
sociation held its largest convention in 
years at the Hotel Syracuse in Syracuse. 

Several factors contributed to this 
large and enthusiastic attendance. In 
the first place, the membership has gone 
over the 1,000 mark and it was expected 
that this would be reflected at the an- 
nual convention. Also, it was known in 
advance that Insurance Superintendent 
Albert Conway was to deliver an impor- 
tant address on rates which would be 
broadcast over the radio in Syracuse 
and Buffalo. And finally, the convention 
program was of such high calibre that 
it made a distinctly favorable impression 
in advance upon those members who 
were previously undecided about mak- 
ing the trip to Syracuse. 

The business sessions of the conven- 
tion ran for nearly three days and when 
adjournment was taken last Wednesday 
following the election of the new admin- 
istration headed by President Theodore 
L. Rogers of Little Falls several com- 
mittee reports had not been presented. 
Prior to the general convention opening 
Tuesday morning the board of directors 
together with representatives of local 
boards in all parts of the state and of 
two of the brokers’ organizations in New 
York City, was in session most all day 
Monday 

Agents Back Conway’s Stand 

Superintendent Conway received a big 
hand at the banquet and the next day 
the convention adopted a resolution en- 
dorsing his remarks and pledging the 
support of the state association. The 
banquet hall on the tenth floor of the 
Hotel Syracuse was so crowded that it 
took nearly half an hour to bring in ex- 
tra tables to seat those who were un- 
able to find places when the doors were 
opened. Superintendent Conway spoke 
exactly half an hour to the second, this 
being the time allotted him on the air. 

“Al” Deisseroth, chairman of the con- 
vention committee on arrangements, and 
a hustler every minute the convention 
was in session, acted as radio announcer 
for Mr. Conwav: About three minutes 
before nine o’clock, when Mr. Conway 
was due to close his address, “Al” squat- 
ted down before the microphone with 
one eve on the clock across the hall 
He got a bit nervous as the minute hand 
almost reached the hour mark and the 
superintendent had not stopped talking. 
However. with about ten seconds to 
spare, “Al” was able to follow Mr. Con- 
way on the air, telling the unseen audi- 
ence the name of the speaker and the 
stations through which he had_ been 
heard. 

Wellington Potter of Rochester, known 
to his fellow agents as “Duke.” is one 
of the peppiest members of the state 
association and when he gets up to speak 
those in the hall listen attentively and 
there is no need for those in the back 
of the room to call out “Louder!” Mr 
Potter usually talks on mutuals and oth- 
er non-agency insurers. He has made 
a hobby of meeting this form of com- 
netition and has a scran book collec- 
tion of all sorts of anti-mutual material 
At Syracuse he distributed to every per- 
son at the convention an envelone of 
miscellaneous printed material of value 
to agents in overcomine the inroads of 
mutuals. This he supplemented with a 
talk lasting nearly an hour and a half 
in which his pnersonalitv crackled and 
snanned over the hall like electricity. 
"‘Duke” is a speaker of the Theodore 


Roosevelt type and when he gets through 
they ask him for more. 

“Jimmy,” the messenger boy with the 
resplendent uniform, who was loaned to 
the convention last year by W. J. Farber 
of Syracuse, was again on hand and of 
considerable service. Just before the 
convention closed retiring President Al- 
bert Dodge called “Jimmy” to the plat- 
form and presented him with a small 
gift in appreciation of his work. 

On Wednesday the convention held an 
executive session for more than an hour 
at which the delegates talked freely on 
some of the competitive and legislative 
problems which are facing the agents 
of this state. 


Gardner on Legislative Work 

Frank L. Gardner, past president of 
the New York association and chairman 
of the laws and legislation committee, 
had this to report at Syracuse with re- 
spect to the 1930 legislative season at 
Albany: 

“The past session of the legislature 
closed with a record of one hundred 
bills introduced affecting the insurance 
business of this state. Thirty-five bills 
had to do with workmen’s compensa- 
tion. The balance affected the various 
other branches of the insurance busi- 
ness. Of course, very few of these bills 
were finally passed but every one intro- 
duced required careful attention in order 
that some vicious legislation might not 
slip through or at best some bill that 
had merit but had not been carefully 
considered so that while helping some 
particular case might cause a lot of 
trouble to the business as a whole. 

“This past session developed a drive 
backed by mutual company representa- 
tives who once again were endeavoring 
to secure legislation that would allow the 
elimination of the power to assess pol- 
icyholders. The only excuse for such 
legislation is to meet competition of state 
funds and stock insurance and to do 
that the advocates are willing to sacri- 
fice their real strength, which is, in a 
case of bad loss experience, to call upon 
their policyholders to contribute toward 
the loss. 

“The men back of this legislation have 
worked very hard but we are glad to 
report that they were met with the 
united opposition on the part of stock 
insurance men who properly objected to 
the unfairness and confusion such a 
change would cause and the bills were 
not passed. 

“The best recommendations your com- 
mittee can make is for all insurance 
men, companies, producers and supervis- 
ing officials in this state to get together 
and agree on a five-year program and 
to oppose any legislation introduced that 
is not on that program. Legislation af- 
fecting insurance is state-wide in effect 
and many times nation-wide. If any 
changes are required, they should be 
well thought out and it is a mistake to 
try and get a bill passed before all in- 
surance interests have had an opportu- 
nity to study it and know just what is 
being attempted and what the effect 
will be. 

“Before closing this report I want to 
pay our respects to our president, Albert 
Dodge, for his keen interest and the ac- 
tive work he did all during the session 
in connection with legislation: also for 
the work that Vice-President Theodore 
L. Rogers did not only in connection 
with the agents’ qual'fication bill but all 
other legislation that was introduced. 
‘Ted’ Rogers. on account of his experi- 
ence in the legislature and close contact 
with its members, is our most valuable 
representative at Albany, and he was 
not only willing to run down there often 
during the whole session but spent the 
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past performance 
progressive management 

and demonstrated 

service are factors 
which commend the 
NORWICH UNION 


to successful agents. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. JACKSON, President 


In NORWICH UNION there is strength 


COMPANIES 











May « 
New 


Rod] 


Chairn 
Reg 


The 
spectio 
was st 
shall o 
man 0! 
of Loc 
mittee 
the a 
of the 
said tk 
not a 
potent 
farm | 
suppor 
even 1] 

This 
many 
commi 
compa 
was pé 
the ag 
and er 
of wor 
that it 
one co 

In | 
port w 
Organ 
farm | 
mittee 
knew 
The i 
guide 
in wr 
writin: 
compa 
the m 
twenty 
report 
typew 
twenty) 
plicati 

Will 

“Thi 
port < 
compa 
a sm: 
writin 
each « 
items 
in the 
ually 
ship ; 
stock 
protec 








May 30, 1930 








Page 29 








| New Farm Report 
Is Strongly Defended 


F. J). MARSHALL CITES BENEFITS 





Chairman of Ass’n Farm Committee Says 
Report Will Aid in Gettmg Farm 
Lines With Stock Cos. 





The new farm uniform survey or in- 
spection report now in use in this state 
was strongly defended by Fred J. Mar- 
shall of East Aurora, N. Y., and chair- 
man of the New York State Association 
of Local Agents’ farm underwriting com- 
mittee speaking last week before 
the annual convention in Syracuse 
of the state association. Mr. Marshall 
said that while the inspection report is 
not a sure cure for all farm ills it is a 
potent instrument in the upbuilding of 
farm underwriting, the companies are 
supporting it and it will remain in use 
even though some agents do not favor it. 

This new report was drafted after 
many conferences between the farm 
committee of the state association and 
company officials, Mr. Marshall said. It 
was perfected with the view of educating 
the agent in carefully selecting his risk 
and enabling him with the least amount 
of work so to spread his farm liability 
that it will not be a hardship on any 
one company. 

In February the farm inspection re- 
port was mailed by the New York Rating 
Organization to all agents with the new 
farm form which the local agents’ com- 
mittee had no part in getting up and 
knew nothing about, said Mr. Marshall. 
f The inspection report is intended to 
guide the city, and inexperienced agent 
in writing farms and enable all farm 
writing agents to more easily spread the 
companies’ liability on each risk with 
the minimum office work. There are 
twenty-one questions in the inspection 
report spaced to permit the use of a 
typewriter as against twenty-six to 
twenty-nine questions in some farm ap- 
plications. 

Will Save Farm Lines for Agents 


“The general use of the inspection re- 
port and the agents’ insistence on all 
companies in their office taking at least 
a small portion of farm business and 
writing all policies on a schedule, giving 
each company its pro rata share of all 
items will, we believe, result in a change 
in the present farm situation and event- 
ually save the business for our member- 
ship and enable the farmer to secure 
stock insurance not only for his own 
protection, but for that of the mortga- 
gee if there is one. We all know what 
this means to the farmer or the person 
loaning money on a farm. Nearly all 
farmers have other lines than fire to 
place, some city:or village property, be- 
sides casualty lines. 

“If the old line agent cannot take care 
of fire insurance on a farm why should 
he expect to hold the other lines? Think 
this over! If an agent wants to write 
farms he must know how, and it is the 
farm committee’s intent to help him, 
consequently the farm inspection report 
—he can use it or not, just as he de- 
Sires—it makes no difference to the 
members of this committee or any care- 
ful agent. I will tell you this, however, 
the inspection report is here to stay 
whether we like it or not, and sooner 
or later we will all have to answer every 
question on that blank, or some other 
that may not be as convenient or not 
write farms. 

“The farm inspection report has had 
this effect on our business: My firm re- 
ceived a letter from a special agent who 
has never written farms for us before. 
He said, ‘I will be glad to write 50% of 
al new business in farm premiums.’ 
Three other companies in our office are 
fow willing to accept farm lines that 
ave never done so before. 

Special Insistence on Use of Report 

A special agent told me last Wednes- 
ay that one of his agents was kicking 
about the inspection report blank, saying 
he could not answer the questions, and 
asked if it was absolutely necessary. He 


was told that the questions must be an- 
swered. He said, ‘I don’t know the acre- 
age of this farm,’ and read on down the 
list of questions until he came to en- 
cumbrance and said, ‘If I asked that 
farmer about his mortgage he would tell 
me it is none of my business.’ The spe- 
cial agent replied that it was the com- 
panies’ business to know about that 
mortgage and all about the farm line 
they are going to write. This special 
said to me, ‘That agent of mine has 
never inspected his farms and we have 
been writing farms for him for the last 
five years, but, believe me, he is going 
to fill out that inspection blank from 


now on, or he does not get our farm 
service.’ 

“Here is a concrete example of how 
one agent treated his company: Two 
weeks ago a farm barn burned to the 
ground. The agent had placed $3,500 on 
the barn in one company; the live stock 
and personal property was written in 
another. Fortunately for the company 
carrying the contents, the stock hap- 
pened to be out of the barn at the time 
of fire, but the company carrying the 
building for $3,500 paid total. This 
agent’s unfair action resulted in the com- 
pany carrying the building refusing to 
write any more farms for him. If he 


had written the risk on a schedule, all 
companies would have had a pro rata 
share on each item. You can readily see 
that they would have had a far differ- 
ent break on the live stock and again, 
if the schedule was distributed among 
three or four companies, it would have 
resulted in a small loss to each and the 
agent would have been considered by the 
companies a fair farm underwriter. 
Favorable Company Comment 
“On February 2, Mr. Halsey of the 
Continental has this to say: ‘I have re- 
cently received communication from the 
local agents association in connection 
(Continued on Page 











Long Skirts or Short? 


The leading style arbiters, and the 
Easter Parade, prove the point for 
long skirts. The long period of high 
visibility has come to an end. 


Now let’s determine to give full 
coverage to our insurance clients. 
Let’s cover them from the ground 
up, so that the winds of adversity 
cannot cause discomfort and em- 


barrassment. 


Let’s make the coverage thick 
enough to thwart the searching 
glare of any fire; strong enough to 
resist the tearing fingers of disaster. 


Let’s protect our clients with ad- 
equate amounts of insurance writ- 
ten in strong companies, such as 


the Ohio Farmers. 


OHIO FARMERS 
INSURANCE Co. 


Organized 1848 


LEROY 


The Ohio Farmers Insurance Company owns and operates the Ohio 
Farmers Indemnity Company, a casualty insurance running mate. 


OHIO 
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Greeno Holds Group 
Ads Very Effective 


WELL WORTH WHAT THEY COST 


Rochester Agent Says His Local Board 
Uses Newspapers and Radio, Deriving 
Large Number of Fine Results 

Co-operative or group advertising is 
one of the most effective means of culti- 
vating public interest and goodwill in a 
manner productive of fine results, Follett 
L. Greeno, prominent Rochester agent, 
told the annual convention of the New 
York State Association of Local Agents, 
Inc, last week at Syracuse. He 
said that the Rochester local board is 
using such advertising extensively both 
in newspapers and over the radio. Mr. 
Greeno is chairman of the state associa- 
tion’s committee on publicity and public 
relations. 

The entire membership of the Roches- 
ter board participates in and_ finances 
this group advertising, Mr. Greeno said. 
The cost is distributed on the basis of 
premium volume. A comprehensive cam- 
paign is organized with a definite pur- 
pose and a central theme. During the 
last year the purpose of the advertising 
has been to stress the advantage of deal- 
ing with local agents who are members 
of the board and the central theme has 
been the advantage of stock insurance. 
Every ad, said Mr. Greeno, has carried 
the admonition, “Be insurance wise. Deal 
with members of the board. They will 
write your insurance in old line non- 
assessible stock insurance companies at 
standard rates.” The cumulative effect 
of this constant repetition gives valuable 
emphasis to the point. 

“At the same time, every item of in- 
surance interest that gets into the news 
columns.is tied up with the general pur- 
pose of our advertising by its relation- 
ship to the board or its members,” ac- 
cording to Mr. Greeno. “The activities 
of the board are given favorable publicity 
and wherever a member of the board 
makes a speech of anv kind on any sub- 
ject anywhere he manages to include 
some reference to the institution of in- 
surance and his standing as a local agent 
being a member of the board is men- 
tioned in the newspaper report. 

Broadcasting Is Successful 

“Since the advent of the New York 
State automobile financial responsibility 
law we have divided our group adver- 
tising between newspapers and_ radio 
broadcasting. The latter has proven 
popular and successful. At first, a series 
of short talks were used, later original 
skits were put on, and at present a fif- 
teen minute entertainment of music 1s 
interspersed with dialogue, all serving to 
bring out some pertinent point regard- 
ing insurance. At the concusion of each 
broadcast the same admonition which 
appears in our newspaper ads is given 
using the words, ‘Don’t delay. See your 

(Continued on Page 32) 


Syracuse Sidelights 
(Continued from Page 28) 


entire last week of the session at Albany 

keeping close tract of our interests. 
Many of our members helped by keep- 
ing in touch with their representatives, 
but some did not.” 

Names of New Directors 

Following are the new directors elect- 
ed for the coming year to serve under 
President Rogers: James J. Bentley, 
Peekskill; William B. Dickenson, Elm- 
hurst; Hugh Duffy, Endicott; John B. 
Field, Auburn; B. B. Gracey, Syracuse, 
and Ernest A. Paviour, Rochester. 

Those directors which were re-elected 
are the following: C. J. Ayres, Saranac 
Lake; Eugene A. Beach, Syracuse; Rich- 
ard Cary, Niagara Falls; A. C. Edwards, 
Sayville; Frank L. Gardner, Poughkeep- 
sie; F. L. Greeno, Rochester; Joseph H. 
Miller, Utica; Frederick G. Noxsel, Buf- 
falo; Edward S. Poole, Albany; J. W. 
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Heads N. Y. Agents 











THEODORE L. ROGERS 


Theodore L. Rogers, the new president 
of the New York State Association of 
Local Agents, Inc., is the president of 
the Little Falls agency of Rogers & 
Ashe, Inc., one of the largest in the 
central part of the state. It is a com- 
bination of the following consolidated 
agencies: Van Alstine & Rogers, M. E. 


Ashe, Becker & Co, C. L. Petrie, 
Michael Daley and Whitman & Co. 


Mr. Rogers has been active in the state 
association affairs for years and par- 
ticularly is he known for his excellent 
legislative services, for he is at Albany 
often during the legislative session and 
had considerable influence there. He has 
served six years as chairman of the Re- 
publican County Committee of Herkimer 
County and served in the New York 
State Assembly from 1925 to 1928 in- 
clusive. Mr. Rogers is president of the 
Little Falls Building, Savings & Loan 
Association and treasurer of Burney- 
Rogers, Inc. For several years Mr. 
Rogers has also been a member of the 
Insurance Federation of New York 
State. 


town, and A. C. Wallace, Goshen. 

Under the amendment to the constitu- 
tion the retiring president becomes chair- 
man of the executive committee so Al- 
bert Dodge of Buffalo will have that 
post for the next twelve months follow- 
ing his two years in the president’s 
chair. The other members of the com- 
mittee will include the officers of the 
association and three members to be 
elected by the board of directors. 

One of the newcomers at this con- 
vention among the fair sex was Mrs. 
Marcella C. Jones of the Newton H. 





(Continued from Page 29) 


with a new farm inspection report which 
I believe is very full and complete and 
a step in the right direction. I want 
to extend my congratulations on the 
thoroughness and plain common sénse in 
connection therewith. It certainly is a 
pleasure to have the local agents view 
problems from the standpoint of the 
companies as has been done.’ 

“The chairman of the Companies’ 
Farm Committee writes: ‘My own obser- 
vation in the field so far has been that 
three agents cheerfully support the new 
blank to every one that objects to it 
and the ones who are objecting unfortu- 
nately are agents who make their farm 
surveys in their offices.’ ” 





A Progressive Company 
for Progressive Agents 


ORTHERN Assurance Company, Ltd., of 
London takes pride in the belief that its Agents 
are outstanding representatives of the insurance 

business, operating Agencies that are respected and pre- 
eminent in their communities. 


¢ 


Such reputation can be built up only by sound and 
intelligent insurance service strengthened by association 


with companies of matured growth, strength and 
integrity. 


Sd 


Northern Assurance service to Agents is based on 
recognition of the fact that the Company must repose a 
full measure of confidence and trust in its agents. 


5 


Northern Assurance Company, Ltd., of London will 
welcome for consideration applications from agencies 
who feel the need of the facilities afforded by a progres- 
sive Fire Company. 


Northern Assurance Company Ltd. 
OF LONDON 


New York 80 John Street 


Chicago San Francisco 














Northern Service to Agents 


“Northern Lights” magazine is pub- 
lished monthly for the benefit of 
Northern Assurance Company Agents. 
It contains valuable helps and concrete 
suggestions for building the business 
of the progressive insurance Agent. 
It is a_ service offered gratis to 
Northern Agents. 
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When Fire 
Stops the Jingle 
of the 
Cash Register 


—Then the merchant 
appreciates the value 
of Use and Occupancy 
insurance, which pays 
his continuous fixed 
charges, such as sal- 
aries, taxes, interest, 
etc., and also the profits 
which normally would 
have been earned dur- 
ing the period that the 
business is interrupted 


by the fire 











[Al any field representative of 
The Travelers Fire Insurance Company 
about the effective sales helps that will be 
a distinct aid to you in furthering the sale 
of Use and Occupancy insurance. 


2 
T H E TRAVELERS 


Tue Travecers INsuRANCE CoMPANY Tue Travecers INnpemnity Company 
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Plainfield, N. J., Agents Form Local 
Board With F. A. Martin President 


The Plainfield Association of Insur- 
ance Agents was formally organized at 
a luncheon meeting late last week at 
Plainfield, N. J., attended by the major- 
ity of the leading agents of the city. 
The local board starts with about twen- 
ty charter members and four regular 
meetings will be held annually, the ex- 
ecutive committee being vested with the 
necessary authority to take care of all 
association business between meetings. 

Frederick A. Martin, 185 North ave- 
nue, was elected president. The other 


officers are: William McDowell, 149 
North avenue, vice-president; Harry 
Rothberg, 109 FE. Front street, second 
vice-president; Leslie Slocum, 201 E. 


Fifth street, secretary-treasurer. The 
executive committee is composed of the 
following: Roger F. Murray, 901 Madi- 
son avenue; George M. Clarke, 240 W. 
Front street; Frank Woodruff, also 240 
W. Front street; J. G. Mulford, 169 
North avenue, and John C. Alber, 117 
New . street. 

The constitution and by-laws adopted 
are patterned after those of the Insur- 
ance Club of Atlantic City. The ob- 


e es 
Group Publicity 
(Continued from Page 30) 
insurance agent today. 
ber of the board, etc., 
policy in old line non-assessible stock 
insurance companies at standard rates.’ 

“The use of the radio for group ad- 
vertising has enabled the Rochester 
board to reach out and include the As- 
sociated Insurers of Ontario, Seneca, 
Yates and Wayne Counties who have 
joined with Rochester in these broad- 
casts. 

sriefly, the advantages derived from 
group advertising have been as follows: 

“Ist. The prestige of the group car- 
ries weight and is more convincing to 
the public than the individual advertise- 
ment. 

“2nd. The element of self-interest is 
reduced to a minimum and public atten- 
tion is directed to the message without 
prejudice. 

“3rd. The cost is greatly reduced and 
each advertiser gets more for his money. 

“4th. There is an incidental saving to 
the members in the relief from promis- 
cuous solicitation by advertising mediums 
not included in the group allotment. ‘See 
the secretary of the board if you want 
to share in our advertising,’ has saved 
our members hundreds of dollars for- 
merly wasted. 

“Sth. Public respect for the board and 
its standards is greatly increased mak- 
ing membership more valuable. 


If he is a mem- 
he will write your 


Weapon Against Unfair Competition 
“6th. It provides a more effective 

weapon against unfair competition than 

is possible with individual advertising. 


“7th. It is more educational and cre- 
ates a public demand for sound insur- 
ance. 


“8th. It increases sales-resistance for 
the mutual, reciprocal and cut- rater, and 
for the non-member agent who is forced 
to explain why he is unwilling or un- 
able to be a member in good standing 
of his trade organization. 

“After many years of experimenting 
with group advertising it is significant 
that the Rochester board has _ voted 
unanimously for the annual appropria- 
tion for the past three years. 


_ “Now, through the committee of pub- 
licity and public relations of the New 


York State Association the advertising 
copy used by the Rochester board and 
by other boards throughout the state is 
available to members of the state asso- 
ciation anywhere. It is yours for the 
asking, as well as copies of the skits, 
talks and programs used for radio broad- 
casting. Information regarding costs, ap- 
propriations, etc., is likewise available 


jects of the association are set forth 
in Article 2 as follows: 

“The objects of this association shall 
be to support right principles and oppose 
bad practices in insurance underwriting; 
to discuss at its regular meetings cur- 
rent questions of interest to the mem- 
bers relative to insurance; to maintain 
a high standard of integrity and to pro- 
mote harmony in the insurance business 
in Plainfield and vicinity; to adopt such 
rules and regulations and to provide for 
the enforcement thereof as the best in- 
terest of the insurance business may 
seem to require; to co-operate with the 
state and city authorities in the reduc- 
tion of fire waste and in accident pre- 
vention; and to co-operate with the 
state insurance department in enforcing 
the insurance laws and such rules and 
regulations as the insurance department 
may promulgate.” 

The Plainfield Association plans to join 
the New Jersey Association of Under- 
writers. President Frederick Hickman 
of the state association attended a re- 
cent preliminary meeting of the local 
board and told of the benefits of agents’ 
organizations. 





This information has been called to your 
attention via bulletins from your com- 
mittee and some of the members have 
availed themselves of this service. Oth- 
ers, apparently are still unaware of the 
existence of this fund of valuable in- 
formation and assistance made possible 
to you by the unselfish work of your 
officers and this committee. 

“Our experience of the past vear in ob- 
serving and studying the publicity prob- 
lem at close range inclines your commit- 
tee to recommend your consideration of 
this thought—since group advertising has 
proven its superiority over individual ad- 
vertising for agents, why not group ad- 
vertising for the companies? And, since 
radio broadcasting has proven popular 
and successful over a small area, why 
not a national hook-up with a real mes- 
sage and a program sponsored by the 
companies or by companies and agents 
jointly? We believe that such a broad- 
casting program would create a_ public 
interest in insurance such as has never 
been known heretofore, and the inevit- 
able result would be an increase in the 
sale of insurance that has never been 
written before, new business created out 
of public dem: ind for more adequate pro- 
tection. 


Dinner To Butler 


(Continued from Page 1) 


structive work in the joint interests of 
the public and of the insurance business. 

“T am convinced, as I leave the De- 
partment, that it is the finest public or- 
ganization in any state or government 
anywhere. Its keynote is character, and 
Emerson says that character is intellect. 
The character of the institution is typi- 
fied by the men who have been at its 
head as superintendent during my six- 
teen years of service: Jesse Phillips, 
Francis R. Stoddard, James A. Beha and 
Albert Conway. Its integrity is personi- 
fied in such men as Harry Appleton and 
Tom Behan at Albany—each 47 years in 
the service—and at New York City by 
such sterling characters, to name a few, 
as Jim Hoey, Dan Gordon, Nelson Had- 
ley, John Diefendorf—and, not the least 
by any means, my dear departed friend, 
Sam Deutschberger. I give it as my 
thoroughly considered opinion that it is 
utterly impossible for any young man to 
progress to any extent in the Insurance 
Department of this state without auto- 
matically absorbing from his contacts 
with these men a full measure of the 
character and integrity which identifies 
the Department.” 

Insurance Superintendent Albert Con- 


way told how badly he will miss Mr. 
Butler. He said he had come to lean 
upon him as he learned his ability and 
sound judgment and had found him hon- 
est and dependable. 


The Guests 


Those who attended the dinner follow: 

Samuel G. Adams, S, E. Adams, Walter An- 
derson, R. C. Alton, Hale Anderson, George S. 
Allen, Jr., Thomas H. Allen. 


James A. Beha, Robert P. 
G. Bill, Charles P. Butier, James A. Blainey, 
Henry B. Boland, Frank k. Burke, DeMott 
Belcher, Joseph M. Byrne, Jr., John R. Barry, 
Wiliam J. Butler, Joseph P. Byrne, — 
bischotf, Alfred M. Best, Wilbur L. Ball, Wen- 
dell P, Barker, Edward Bridges, John is Bies, 
William A. Boehm, William C. Billings, C. A. 
Barnett, Alfred J. Barrett, L. F. Becker, Law- 
rence J. Brengle, P. M. Brink, H,. E. Barden- 
heur, E. SS, Burtis, T. 5. Boss, William A. 
Biodgett, William Otis Badger, Joseph S. 
Blume, Erroll Bourdette, H. W. Beekman, C. 
L. Bussing, G. Blumenreiter, A. Prentice 
Butler. 


Albert Conway, W. S. Crawford, Charles E. 
Case, Sheldon Catlin, John A. Campbell, James 
k. Corroon, Richard A. Corroon, Richard A. 
Corroon, Jr., Gerald Clokey, Charles Collin, 
H. B. Churchill, R. J. Corcoran, A. Chalmers 
Charles, Douglas F. Cox, W. A. Connors, G. B. 
Cochran, W. R. Crane, E. J. Conrow. 

Thomas B. Donaldson, John E. Diefendorf, 
John R. Dumont, Floyd N. Dull, John J. Duffy, 
Charles E. Doyle, Gustav Drescher, J. A. Die- 
mand, Walter H. Duff, Raymond P. Dorland, F. 
D. Denton, es “A. Dunn, Carroll L. DeWitt, 
A. D. Dowrie, Harry M. Durning. 

Gresham Ennis, Joseph K. Ennis, Andrew J. 
Ewald, William H. Emes, Charles F. Enderly, 
Leo J. Ehrhart, Dr. C. V. Everitt, Bennett Elli- 
son, 

Charence C. Fowler, B. Fuller, George W. 
Fennell, C. J. A. Fitzsimmons, Earle Farewell, 
H, E. Frost, Monroe Flegenheimer, Allan 
Ferres, Walter T. Fitzgerald. 

C. A. Gough, John A. Griffin, John J, Griffin, 
Jr., Vincent L. Gallagher, Joseph F. Gargan, 
Dan Gordon, H, Garland, Matthew C. Griffin, 
Robert S. Glass, A. G. Gaffney, Thomas J. 
Grahame, John H. Grady, James Gaukrodger, 
F. W. Goddard, B. E. Gendar, F. T. Gilson, 
Alfred J. Graham, Thomas J. Goddard, William 
H. Gould, Warren F. Goodwin, George Gerns- 
back, J. i Goeller, John J. Grogan. 

C. W. Hobbs, William H. Harding, James J. 
Hoey, Nelson B. Hadley, A. G. Hall, Norman 
R. Haskell, H. M. Hess, Harold Hyer, Arnold 
Hanson, B. B. Hadfield, Harold C. Hodgson, 
George Hugel, Joseph F. Haggerty, Albert E. 
Hostin, G. W. Hallenbeck, C. Hewitt, Wal- 
ter M. Hillas, A. Ross Hanners, E. F. Hunt, 
John E. Hoffman, Charles F. Hand, Arthur S. 
Hawley, Clarence T, Hubbard, Victor Hammer 
ome Alexander Heid, C. L. Henry, R. E. 

all. 

T. J. Irvine, William S. Irish, Edward S, In- 
glis, George H amison, William H. Jones, 
Harold Junker, C. E. Jordan. 

Wilfred Kurth, Carl P. Kremer, Richard J. 
Kastner, Frank Kenny, Maurice B. "Keady, John 
Kadel, William H. Koop, George E. Krech, Ed- 
ward T. King, J. C. Keegan. 

Clarence W. Lewis, Roy Larson, L. J. Land- 
zert, Frank D. Layton, M. P. Link, J. S. Love, 
Ralph L. Lucas, Julian Lucas, Harold G. Lee- 
son, Daniel A. Lester. 

Daniel McNamara, Jr., C. R. McGuire, John 
McGinley, Edward J. McKeever, E. L. McKin- 
stry, M. J. McBride, Thomas H. McCool, Ed- 
ward D. McLaughlin, James A. McClain. 

Samuel D. Macpeak, Joseph J. Magrath, 
Henry R. Monroe, T. F. Myring, Herbert E. 
Maxson, James L, Meeks, Jos. Moran, Wil- 
liam G. Minner, Louis H. May, Norman R. 
Moray, G. R. Michelson, W. B. MacIntosh, 
Earl W. Murray, Byron B. May, Howard N. 
Morgan, George R. Miller, Louis J. Mickelson. 

Charles L. Newmiller, Douglas Owens, R. C. 


Barbour, Joseph 





219TH YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific De’ 
N. W. Cor. } rood “a ie Stes. 
San Francisco, Cal. 














LOGUE BROS. & CO., Inc. 


INSURANCE 
HARRY C. FRY, Jr., President 


307 FOURTH AVENUE PITTSBURGH 











INSURANCE STOCKS 


PIE 


FRANK L. BROKAW & C0. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 











O’Brien, D. Basil O’Connor. Walter W. Par. 
sons, Herbert R. Peck k, W. Irving Plitt, Junius 
L. Powell, D. A, Palmer, L. L. Palmitier, Jesse 
ms Phillips, J. H. Philbin. 

William Quaid, A, Duncan Reid, Charles E. 
Ryan, Prentis B. Reed, William F. Roembke, F. 
H. Ross, Jr., James R. Rooney, Harry L. Rodg- 
ers, Joseph Raywid, William J. Reynolds, Am- 
rose Ryder, A . Robinson, John H. Ryan, 
Henry H. Reed, Arnold Rippe, William A. Rior- 
dan, Cornelius is Reid, Rev. Reilly. 

R. J. Saffin, Charles F. Sheldon, David Sheck- 
ley, Harold V. Smith, Silas Shock, George W. 
Spence, J. A. Sisto, Hi. Spille, Horace R. Still- 
man, Thomas E. Sullivan, A. J. Smith, Charles 
W. Sparks, Arthur C. Smith, Raymond Swett, 
J. J. Schieffelin, Joseph Snell, William F. Shee- 
han, Samuel J. Savage, Alfred Stinson, M. 
Keith Smith, W. W. Smith, Harry J. Stokum, 
William Schiff. 

A. G. Thacher, Owen Torrey, William M. 
Tomlins, Jr., ‘Hans J. Thomsen, William H. 
Thrall, Marck L. Tooker, R. J. Taylor, L. Tofte, 
Anthony Tyson, A. T. Tamblyn, Richard H. 
Thompson. 

A. J. Ungerland, Robert Van Iderstine, Rob- 
ert Van Iderstine, Jr., George D. Vail, Andreas 
Von Sprecher. 

Francis P. Ward, Charles A. Wheeler, H. J. 
Whitney, G. C. Wallingford, W. J. Ward, Vin- 
cent P. Wyatt, Charles H. Wood, C. H. Wes- 
ton, R. R. Wilde, Lawrence Walsh, Aubrey G. 
Whitelaw, L. A. Wallace, George Weiss, Samuel 
age r., Henry E, Wood, Oscar F. Wallin, 

. M. Zweig. 





O. J. PRIOR, President 


INCORPORATED 1868 


The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 


























ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 
PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 
95 Maiden Lane, New York 
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Senate Passes Bill 
To Study Crop Risks 


WANTS BROADER COVERAGE 





Sponsors Say Farmers Should Be Able 
to Insure Against Hazards Other 
Than Hail 





The United States Senate has passed 
and sent to the House of Representa- 
tives a bill authorizing the Secretary of 
Agriculture to gather and analyze data 
regarding crop hazards and crop yields 
for the benefit of insurance companies 
covering crop risks. Until such a de- 
tailed study is made the Senate Com- 
mittee on Agriculture and Forestry says 
in its report favoring the investigation 
that “individual insurance organizations 
attempting to solve the problem of crop 
insurance protection for the farmer will 
probably continue to fail. The task is 
too great for a private insurance organi- 
zation. 

“For,” continues the committee, “the 
crop insurance needed by the farmer is 
insurance against all unavoidable haz- 
ards in such amounts as will cover at 
least a substantial part of the actual 
investment in the growing crop repre- 
senting accumulated capital and current 
labor. 

“\ number of attempts have been 
made by insurance companies to develop 
such general or all-risk crop insurance 
but these efforts have as yet met with 
little success. The failure of these ef- 
forts must be ascribed in large measure 
to the lack of comprehensive and relia- 
ble information with reference to haz- 
ards affecting the different crops in the 
various parts of the country, and the 
actual yearly yields on individual farms. 

“The only form of crop insurance now 

generally available to the farmer is in- 
surance against hail. About $25,000,000 
is spent annually by farmers for insur- 
ance against hail. Such insurance may 
be said to be good as far as it goes, 
but it gives protection against loss from 
only one out of a large number of un- 
controllable hazards, many of which 
cause losses far more numerous and 
quite as severe as the hail hazard.” 
_ The report continues to argue for crop 
insurance, comprehensive crop insurance, 
as follows: “The risk involved in crop 
production must be recognized by all 
who have any familiarity with agricul- 
ture. The farmer may himself reduce 
this risk to some extent through diversi- 
fication and safeguards of various kinds 
but he cannot eliminate it. Many thou- 
sands of farmers every year find that 
all their efforts and precautions have 
been largely in vain, and that by rea- 
son of some climatic or other hazard 
beyond human control their investments 
In prospective crops have been largely 
or completely lost.” 





FIRE STOCKS UNDERVALUED 





Standard Statistics Co. Says These Se- 
curities Offer Good Opportunities for 
Long Term Investments 


Fire insurance stocks, measured as a 
group alongside other leading types of 
common shares, currently are priced sub- 
stantially below the levels of comparable 
securities, according to a current sur- 
vey by the Standard Statistics Co. of 
New York, a part of which follows: 

‘A pronounced difference is especial- 
ly noted between the Standard Statistics 
Co. bank stock price index and the fire 
Insurance stock index, the latter being 
lower. While conceding that bank stocks 
are in general overvalued, nevertheless 
the price discrepancy between the two 
Sroups—which are quite analogous—is 
sufficiently striking to accentuate the 
Opinion that the fire insurance issues 
are contrawise undervalued. In weigh- 
ing the latter, however, each company 
Must be approached individually as their 
records are by no means uniform. 

‘Fire insurance stocks should be re- 
garded as essentially long pull commit- 
ments. Appreciation must be looked 


upon not as an early expectancy, al- 


though it might easily prove so. The 
nature of the business, however, is such 
that with insurance as the root, invest- 
ments the trunk and compound interest 
the branches, the growth and bearing of 
fruit in the form of dividends and in- 
creasing dividends must await the ordi- 
nary passage of time. In short, insur- 
ance stocks are suitable only for pa- 
tient holders, who are content to forego 
the possibility of reaping quick specu- 
lative returns for the assurance of ulti- 
mate gains—often extraordinary gains.” 





R. A. CHENERY NIAGARA SPECIAL 

R. A. Chenery succeeds Mark L. Bush 
as Virginia special agent for the Niagara. 
He is also now supervising Virginia for 
the American Eagle. Mr. Chenery was 
formerly assistant to Marion B. Warren 
when Mr. Warren was supervising the 
state for both the Continental and 
American Eagle. Mr. Warren continues 


as state agent for the Continental. Mr. 
Bush is now supervising Virginia as well 
as the two Carolinas for the Security of 
New Haven. 


AETNA ADVANCES JOHNSTON 
The Aetna Fire has appointed James 
Johnston as agency supervisor in the 
southern department. He was graduated 
from the Manchester High School in 
1902 and joined the Aetna in its steno- 
graphic department. He was promoted 
to examiner in the southern department 
which position he has held for a num- 
ber of years. As agency supervisor Mr. 
Johnson succeeds Henry R. Tomlinson 
who was recently elected an assistant 
secretary of the company. 





STUYVESANT AUTO AGENTS 

The Stuyvesant has appointed Lund- 
gren & Mause, Inc., as agent for auto- 
mobile lines in New York City. 








as <a 


MAY NOT INSURE SCHOOLS 





Farm Mutuals in Oklahoma Restricted 
to Farmers Only and May Not Cov- 
er Other Risks 

The attorney general of Oklahoma has 
ruled that a farmers’ mutual fire com- 
pany may not write fire insurance on a 
public school in that state. He rules 
thus because the state laws governing 
mutuals say that every such mutual shall 
not insure other than its own members 
who must be bona fide farmers. 





J. V. HERD ON U. & O. COVERS 

J. V. Herd, in charge of the use and 
occupancy department of the America 
Fore companies, spoke before the Insur- 
ance Society of Philadelphia on Tuesday 
on the subject of business interruption 
indemnity. 


























phone call. 


SAN FRANCISCO 

















“Well, that’s mighty fine of Jones” 


An insurance salesman sells something which is intangible—at least 
until a loss occurs. When a policy is sold—it’s sold. The salesman has 
little opportunity to maintain a friendly contact with his client. 


But the wise insurance salesman will make such an opportunity—a card 
to his client on the latter’s anniversary dates, or his kiddies’ birthdays; 
a letter congratulating him on a business promotion; perhaps, even a 


All little things, to be sure—things which take but little time and little 
money. But it is those little things which build friendship, which 
make a client say, “Well, that’s mighty fine of Jones.” 


—AND ANOTHER TIP 


Keep a scrap book of newspaper stories and pictures of 

frres. Segregate them according to type of fire and by 

district. It’s surprising how valuable you'll find them in 
substantiating a good insurance sales talk. 


FIREMAN’S FUND GROUP 


FIREMAN’S FUND, HOME FIRE & MARINE avd OCCIDENTAL INSURANCE COMPANIES, 
and on the Pacific Coast the OCCIDENTAL INDEMNITY COMPANY 


FIRE, AUTOMOBILE and MARINE 
NEW YORK 


BOSTON 


P_R_E-M 1 U M_S$ 





CHICAGO ATLANTA 
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C1 B. Smith Defends 
Insurance Middlemen 


ESSENTIAL TO THE BUSINESS 
President of Local Agents’ Body Warns 
General Agents Against Mail Order 
Insurance Schemes 





Middlemen in insurance are as justi- 
fiable as in other lines of business, 
President Clyde B. Smith of the Nation- 
‘al Association of Insurance Agents said 
at a meeting held in Richmond, Va., re- 
cently. He said that quality goods 
as well as quality insurance are sold 
through the middleman while much 
“shoddy” in merchandise and in insur- 
ance are distributed by the direct-to-the- 
Defending the local 
and general agent as an essential factor 


consumer house. 


in insurance, Mr. Smith said in part: 

“Certainly the theory has not been ex- 
ploited by the insurance companies. The 
business heads that conduct them prove 
their belief in the insurance middleman. 
Not one of your companies would con- 
tinue to operate on the general agency 
system if it had not proven to its own 
satisfaction that the company itself and 
its stockholders benefit thereby. If 
branch offices offered a more economi- 
cal and a more satistactory medium of 
distribution, instead of the scores of gen- 
eral agency companies, branch offices 
would prevail. 

“Likewise with all of our agency com- 
panies. If the local agent were not rec- 
ognized as the proper and equitable and 
wise retailer of insurance, there would 
be a concerted cry of ‘Off With Their 
Heads,’ and we, also would become the 
exception instead of the rule. 

“Insurance company heads must per- 
force consider the broadest aspect of the 
conduct of their business. The existence 
of the general agency and _ the local 
agency furnish justification within them- 
selves. Aside from the economic as- 
pect, the foundation of the two systems, 
the companies recognize that we are in- 
surance in our own communities. You 
own your businesses—and so do we. You 
are citizens to whom your community 
looks to help upbuild it—so are we. 


Guardians at Legislative Halls 


“Together we are the gateway of pub- 
lic approach—the avenue that leads into 
the legislative halls. Our contribution to 
the general good of the cause in the mat- 
ter of public confidence and legislative 
influence cannot be estimated. Where 
the so-called ‘soulless corporation’ domi- 
ciled in a state miles away is helpless 
against threatened unjust or oppressive 
legislation, the citizen of the state, with 
a background of a business that he has 
built up or that has been handed down 
sometimes from the second or the third 
generation, has the right to be heard. 
Then it is that the middleman stands as 
a bulwark, protecting the business of 
which he is a part, from the attacks of 
political climbers. 

“If the business itself recognizes the 
importance of the middleman, where then 
does any demand for his undoing origi- 
nate? Not with the public. If there 
were a concerted demand for direct-to- 
the-consumer insurance, somebody would 
furnish it on a wholesale basis. The 
old law of supply and demand cannot 
be overridden. 

“But attempts are being made to cre- 
ate a public demand for mail order in- 
surance, and there we must be on guard. 
The non-agency companies, largely of 
the assessment family, are spending hun- 
dreds of thousands of dollars a year, 
buying page after page in the daily news- 
papers of this country, in their efforts 
to appeal to the public on the one bit 
of ground on which they have to stand 
—the cost element. The appeal of cheap- 


ness is strong, and the public is often 
unthinking and frequently gullible. 

“The non-agency companies are em- 
ploying the highest priced public rela- 
tions men, and once in a great while 
through artful subterfuge one of them 
crashes into the news columns of high 
class business magazines spreading their 
insidious and destructive propaganda of 
at-cost insurance. 

“So far, inroads made into legitimate 
insurance by the non-agency companies 
have been comparatively slight, but it 
devolves upon us middlemen, individual- 
ly and through our associations, to com- 
bat these efforts to create a demand for 
insurance by the yard, by proving the 
efficacy of sound insurance, properly sold 
and carefully safeguarded.” 

Speaking before the annual meeting 
of the Alabama Association of Insur- 
ance Agents, Mr. Smith had this to say 
with respect to the so-called model in- 
surance code for the District of Co- 
lumbia now before Congress and merit 
rating: 

“For some months we have been hear- 
ing of the proposed insurance code for 
the District of Columbia. Our great in- 
terest in this law is the fact that it is 
to be held up as an ideal for the states 
to copy. If this should ever become 
general, I am sincerely sorry for the 
company executives. They would be- 
come solely responsible for the appoint- 
ments by their special agents. There is 
no resident agency provision, neither 
does it provide for any qualification of 
appointees. The only requisite is a re- 
quest from the company accompanied 
by the fee of twenty-five cents. 

“If this law were to be universally 
adopted by the states, it must be obvi- 
ous that the insurance buying public 
would be more than ever at the mercy 
of the misfit who has been given a li- 
cense for the sole purpose of writing 
a few premiums with only one thought— 
that of getting a few dollars in commis- 
sions. Speaking of qualification laws. 
I have never been able to understand 
why any company would oppose these 
measures. 

“A few days ago a story relative to 
qualification laws in the New York Jour- 
nal of Commerce bore this headline: 
‘Question Whether They Do the Agents 
Any Good.’ 

“I have never maintained that quali- 
fication laws are designed for the good 
of the regular service-giving agent. I 
do claim that a stringent law of this 
sort will be of great benefit to the buyer 
of insurance. It will also be of value 
to the insurance companies. 

“In the North we hear more or less 
of equity rating. To me the words 
‘equity rates’ are the near relatives of 
‘competitive rates’ and a not far distant 
kin of ‘cut rates. No matter what the 
method may be termed it seems to have 
some justification. Strange as it may 
seem, the companies and their represen- 
tatives who were taking the short cut 
ot a cut rate to the premium are the 
loudest objectors to ‘equity rating.’ ” 


L. & L. & G. BALL SCHEDULES 

The Liverpool & London & Globe is 
scoring fine publicity with its baseball 
schedules for the National, American 
and International leagues and the Am- 
erican Association. These schedules are 
being distributed by the thousands by 
local agents whose names appear on the 
pamphlet. As the teams in these four 
leagues are located in a large number 
of cities throughout the East and Mid- 
dle West, these schedules have a wide 
appeal in those parts of the country 
where insurance values are great. 





CONNECTICUT APPOINTMENTS 


The Citizens of New Jersey have ap- 
pointed the following agents in Con- 
necticut: James L. Crowley, East Hart- 
ford; John B. Kirby, Meriden, and Wil- 
liam A. Sanborn, West Hartford. The 
Public Fire has appointed John E. Lewis 
at East Norwalk; E. Morgan Sanders at 
New Canaan and Fae Radin, New 
Haven. 

















Benjamin Franklin 
Invented 


the Lightning Rod 


N ACCOUNT of his great versatility, 
Franklin has sometimes been compared to 
the famous Leonardo Da Vinci—painter, 

sculptor, writer, scientist, etc. Among his many 
notable achievements was the invention of the 
lightning rod which has saved so many buildings 
from destruction. 


In spite of lightning rod protection, millions 
of dollars worth of property are destroyed by 
lightning every year. 


The Franklin Fire Insurance Company, the 
first to perpetuate the name of Franklin, has for 
more than a century furnished sound reliable 
insurance against fire, lightning, and other 
hazards to property. 


The FRANKLIN 


ORGANIZED 1829 
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MARINE & AUTOMOBILE 























Tentative Agenda of 
Marine Union Meeting 


AT VICHY, SEPTEMBER 22 AND 23 





Vienna Reinsurance Clause, Affaires De- 
placees and Aviation Insurance Re- 
port Among Features 


The executive council of the Interna- 
tional Marine Insurance Union met re- 
cently in London to draw up a prelimi- 
nary agenda for the annual meeting at 
Vichy, France, on September 22 and 23. 
Axcl Rinman, prominent Scandinavian 
underwriter and president of the Union, 
attended the London meeting. ; 

Item II. on the agenda is hull in- 
surance, and W. Schues of Hamburg will 
read the report of the Union’s hull com- 
mittee, while it is understood that under 
this heading there will also come a 
paper from a representative of the Brit- 
ish market on the tonnage basis sys- 
tem of additional premiums, which has 
recently been adopted in that country 
in the case of the North America agree- 
ment and the Baltic and White Sea 
agreement. The third part of the agenda 
is headed “Cargo Insurance,” Item I. 
being the report of the Cargo Risks 
Improvement Committee, and the renew- 
al of the following existing agreements: 
Dancerous Drugs Clause; Loss in Weight 
and/or Shortage; Exclusion of Credit 
and Del credere Risks; Exclusion of 
Sweat Damage in Respect of Raw Ma- 
terials; River Plate Agreement; Restric- 
tion of Earthquake Risks; Special Sur- 
vey Clause; and Warehouse-to-Ware- 
house Clauses. ; 

Under this heading will also come dis- 
cussion on: Unification of Policy Con- 
ditions; Interchange of Unfavorable Ex- 
periences with Open Covers; Miscella- 
neous. ? 

Near East Business Committee—Lev- 
antine Police; Business; Miscellaneous. 

Grain Committee—Black Sea and Dan- 
ube Grain Scale. ; 

The fourth item on the agenda is the 
report of the Aviation Insurance Com- 
mittee, and the fifth the report of the 
Reinsurance Committee, in which the 
Vienna Reinsurance Clause will be dis- 
cussed. Part VI. includes questions of 
maritime law and the law of carriage, 
and under this heading Axel Rinman 
is down to read the report of the Gen- 
eral Average Committee: A. Krayer will 
report on International Commercial Law 
questions, while A. H. Brandt will re- 
port on bills of lading questions. 

The agenda closes with the statutory 
elections and the reports from the vari- 
ous national markets, which it is antici- 
pated will be circulated in print instead 
of being read, following the practice es- 
tablished at Baden-Baden in 1928. 





TRIBUTE TO LATE B. C. SMITH 


The advisory committee of the South- 
ern branch of the National Automobile 
Underwriters Association recently adop- 
ted a resolution on the death of Ben- 
jamin J. Smith, general agent of the 
Home in the Carolinas, who died several 
weeks ago. He was a member of the 
executive committee of the Southern 
Automobile Underwriters Conference 
for many years. 





MARINE OFFICE IN PHILA. 
The Hartford Fire last week added an 


ocean and inland marine department to 
the Philadelphia branch office. W. Laur- 
ence Godley, for the last two and one 


half years with the Boston office of the 
Insurance Co. of North America, has 
een appointed special agent of the new 
Marine department of the Hartford. Mr. 
odley is a native of Philadelphia. 





British Comments on 
The Marine Outlook 


SOME IMPROVEMENTS NOTED 





London & Lancashire Group Had Ex- 
ceptionally Good Results; Others 
Find Profits Hard to Secure 





Improvements in marine insurance un- 
derwriting are disappointingly slow ac- 
cording to many of the leading British 
authorities. The annual reports of sev- 
eral of the large marine writing compa- 
nies indicate that last year showed bet- 
ter results than 1926, 1927 or 1928 but the 
gains recorded were not nearly so sub- 
stantial in most instances as was ex- 
pected. The London & Lancashire group 
proved an exception to the small profit 
or loss group and registered an excep- 
tionally good year in 1928 from the ma- 
rine field. 


Following are extracts from the an- 
nual reports of the chairmen of the 
North British & Mercantile, London & 
Lancashire and the Northern Assurance. 
The first is that of the N. B. & M.: 

“For some years now it has not been 
possible for chairmen of marine insur- 
ance companies to paint a very glowing 
picture for the benefit of their share- 
holders. 1929, far from breaking the 
tradition, seems likely to form another 
addition to the long series of “lean” 
years, in the general run of marine ac- 
counts which have not the advantage of 
favorable specialized connections. Com- 
petition in the marine market has been 
most severe ever since the war, and the 
participation in the business of many 
new entrants who had not experienced 
previous difficult periods may have been 
one factor tending to aggrevate the 
situation. 

“Attempts to secure agreements as to 
rates and conditions among underwriters 
have not met with all the success they 
deserved, but the situation is decidedly 
better than it was, say, in 1926 and 1927. 

“Hull business has continued to make 
some progress towards recovery, and, 
although it may not yet be showing 
much, if any, profit, it has certainly 
shown some improvement. T am afraid, 
however, that cargo business has not 
shown a corresponding improvement. In 
the past few years underwriters have 
been prone to include many extra risks 
in connection with cargo insurance with- 
out any increase of premium, and there 
is little doubt that this is one of the 
reasons why losses have been increased. 

“In our own case, so far as 1927 and 
1928 are concerned, our experience is 
working out rather better than we had 
antticipated a year or more ago. At the 
end of 1929 there was a succession of 
storms causing a great deal of damage 
to shipping, and, I think most under- 


writers were glad to see the finish of 
the year. We, however, are still hope- 
ful that 1929 may not show too discour- 
aging results. We have, throughout, 
adopted a most conservative policy in 
connection with our marine account. It 
would have been easy to write a much 
larger account, indeed, the difficulty is 
to refrain from so doing, and still hold 
our old and valuable connections. It is 
therefore, satisfactory to us, and highlv 
creditable to our underwriter, Russell 
Ross, that as a result of our deliberately 
restrained policy in past years we are 
now able to transfer £35,000 to profit and 
loss and still retain in hand an amount 
which we consider to be more than am- 
ple to meet our future liabilities in re- 
spect of the business on our books.” 


London & Lancashire 


F. W. Pascoe Rutter, of the London 
& Lancashire, reported exceptionally 
good marine results. He said: 

“Our fire premiums at £3,410.039, show 
a small reduction as compared with the 
previous year. Similarly, the profit at 
£398.010, whilst yielding a surplus of 
11.67%, is 3% less than that of 1928. 

“In the accident department there is a 
slight increase in the premiums, which 
amount to £2,455,736, and the profit of 
£120,845, or 49%, is approximately 1% 
less than in the previous year. 

“The marine results are exceptionally 
good, constituting a notable testimony to 
the ability of our underwriters. The to- 
tal premium income of the Marine and 
Standard combined is £1,489,096, and the 
profit is distinctly the largest since the 
war, amounting to £239,158, or 16.06%, 
which is nearlv 3%4% better than the 
good year of 1928. 

“These results have been achieved not- 
withstanding an increase in the cost of 


obtaining and working the business, our’ 


expenses having gone up by nearly half 
of 1%, which means £30,000 per annum.” 
London Assurance Report 

Colin F. Campbell of the London As- 
surance, commenting upon marine re- 
sults, said: 

“Turning now to the marine account. I 
am happy to be able to report that the 
improvement I ventured to foreshadow 
when addressing you a vear ago has 
taken place. I would remind you again 
that the figures in the accounts are on 
a different basis, for the reasons already 
stated, but it is worthy of note that the 
marine fund, which stands at £838,802, 
represents 918% of the premiums, 
whereas in the preceding account the re- 
serve shown was 87.6%. It should also 
be noted that this result has been ar- 
rived at after making a transfer of £80.- 
000 to the marine account of our affi- 
liated company, the British Law. This 
latter company undertakes certain busi- 
ness for which we are responsible, and 
it is in this connection that we have 
thought it prudent to strengthen their 
account by this transfer, although I 
would add that the business thus under- 
written has been reduced considerably 
during the last two years and will prob- 
ablv continue to diminish in volume. 
“Our 1928 account, which has now 
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Seen closed, came out almost square, 
and would have shown a profit but for 
some losses attributable to previous 
vears. This, I need hardly say, is in 
sharp contrast with the results for 1926 
and 1927. With regard to the 1929 ac- 
count, it is always dangerous to prophesy 
but so far as it has gone it shows a 
slight improvement over 1928, 

“When making a general survey of the 
conditions of the marine insurance mar- 
ket it is impossible not to be disappoint- 
ed at the slow progress made in the di- 
rection of raising rates of premium: in- 
creases have been secured here "and 
there, but competition remains as keen 
as ever. The closer co-operation that 
now exists between those interested in 
marine insurance business has already 
begun to make its influence felt, and this 
will no doubt increase as time goes on. 
but I am fully convinced that a profit 
is to be looked for from the more care- 
ful selection of risks and the elimination 
of certain classes of business on the 
part of our own underwriter, which is 
a policy that he has been following for 
the last three years. The New York 
agency, so very capably mana 
Messrs, Chubb & Son, has pence aed 
ized a good profit.” 





WHORF BACK FROM MEXICO 


Hartford Fire Special Completed Suc- 
cessful Explorations of Ancient 
Aztec Ruins 
Benjamin L. Whorf, special agent for 
the Hartford Fire at the home office 
at Hartford, has returned after a two 
months’ colorful experience in doing re- 
search work among the Aztec ruins near 
Mexico City. Mr. Whorf is an interna- 
tionally recognized authority on Aztec 
and Maya languages. He secured a two 
months’ leave of absence from the Hart- 
ford and made the trip under the spon- 
sorship of the Social Science Research 

Council of New York City. 

In a recent newspaper article in the 
“Hartford Times” Mr. Whorf describes 
his trip in detail and tells how he suc- 
cessfully followed the tip given him by a 
German scholar and succeeding in plac- 
ing Tltellco, “The Weeping-Place of 
Yaca-Culco,” and how he visited the 
house of Alvarado. 

Using the lead given him by a Ger- 
man professor, Mr. Whorf describes how 
he searched the libraries of Mexico City 
and discovered an ancient map of Mex- 
ico City made in 1530 written in Aztec. 
Ancient manuscripts were also discov- 
ered and by the aid of these Mr. Whorf 
succeeding in placing definitely a num- 
ber of ancient cities and places. 

Mr. Whorf describes how in an ancient 
Mexican house in Coyoocan he discov- 
ered the old original map of Mexico 
City made by Cortez when he first came 
into Mexico. 





AUTO BROKERAGE 25% 


The commission rate to brokers in 
New York City on automobile fire and 
theft policies has now been officially 
fixed at 25%. Previously it was 20% 
but for many weeks there was open 
violation of this limit and practically 
every broker got 25%, which is the same 
paid to local agents in the so-called 
“ordinary” territory. 





BALLOONS FOR ADVERTISING 

A novel method of advertising was 
used recently by the Allianz-Stuttgarter 
of Berlin. This German company took 
part in the aviation day held on Easter 
Monday on the Tempelhof flying field. 
The insurance company had bought five 
advertising balloons of considerable size 
which were shot down in the course of 
the program of the day. 





LOSE BROKERAGE LICENSE 
The licenses of B. A. Lesser & Son, 
Inc., brokerage firm of Brooklyn, and 
of Joseph I. Lesser and Samuel Lesser 
have been revoked. 





Page 36 














aca eet THE 











EASTERN 


Fo ————7 


aR hs RRA OS. 


PLS ETN CERES CS 















May 30, 1930 




















CASUALTY AND SURETY 








Casualty Exhibit Shows 
$13,618,247 Loss in 1929 


COMPANIES 





RESULTS OF 54 





Total Net Premium Volume Up to $623,- 
287,736; Auto Liability and Compen- 
sation Losses Serious 





In the midst of the keen competitive 
race last year for volume it was freely 
predicted by close students of casualty 
and surety trends that the 1929 results 
would not present nearly as optimistic 
picture as was the case the previous 
year when even automobile liability and 
compensation lines showed  improve- 
ments. Now this prediction has been 
borne out by the figures disclosed in 
the annual Casualty Experience Exhibit, 
compiled by the National Bureau of Cas- 
ualty and Surety Underwriters under 
the direction of Marcus Meltzer, statis- 
tician. Based on the country-wide ex- 
perience of fifty-four stock casualty 
companies licensed in New York state, 
the exhibit pictures a decidedly gloomy 
situation—one which should call for 
for strenuous corrective measures if the 
business is to continue its progress and 
maintain its stability. 

Volume Increases; Losses Greater 

With the establishment of so many 
new companies last year it was to be 
expected that the total volume of net 
premiums would exceed that of 1928. The 
National Bureau’s exhibit points to $623,- 
287,736 for fifty-four companies as com- 
pared with $587,582,331 for forty-six com- 
panies the previous year. There is a 
different story to tell, however, in profit 
and loss figures, the exhibit showing an 
underwriting loss of $13,618,247 as com- 
pared with a gain of $14,581,153 in 1928. 
The automobile liability line, which 
looked encouraging in the 1928 exhibit 
when it showed an underwriting gain of 
three-tenths of 1%, slipped back last 
year to an underwriting loss of 2.6%, 
almost as great as the loss in 1927 of 
3.7%. This state of affairs has largely 
been the result of the merit rating plan 
introduced last year and its requirement 
of a 10% discount for no-accident driv- 
ers. 

Alarming Compensation Situation 

It is in the compensation line that 
the situation became the most alarming 


last year. As revealed by the exhib:t 
the underwriting loss was $16,503,750, 
more than double that in 1928. Whil 


this line of business has been unprofit- 
able for some years, the loss trend was 
not so great in 1927 and 1928 and com- 
pany executives optimistically hoped that 
a similar improvement would show up in 
the final results last vear. With this 
line facing a still greater underwriting 
loss, the situation is anything but en- 
couraging. Figured in percentages the 
underwriting loss has gone up from 5.8% 
in 1928 to 11.2% in 1929 

Certain conditions in the business are 
known to be largely responsible for this 
unfavorable experience, among them be- 
ing an ever-increasing liberality of in- 
terpretation of compensation laws by in- 
dustrial boards and commissions; the 
increase in medical cost; the 
rating formula which provides that the 


present 
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Present Surety Cost 
Rules Are to Stand 


SO VOTED BY THE CONFERENCE 





To Be Represented at Commissioners’ 
Acquisition Cost Hearings in Chicago 
by Committee of Twelve Companies 





The Conference on Acquisition & Field 
Supervision Cost for Fidelity and Sure- 
ty Business decided at a recent meet- 
ing in New York City that there will 
be no change in its present rules gov- 
erning acquisition and field supervision 
costs. A committee of twelve compa- 
nies was appointed to represent the con- 
ference at the commissioners’ hearings 
in Chicago June 11 to 13 and it was in 
connection with this subject that pro- 
posals were presented for an entirely 
new set of rules. 

After considerable discussion it was fi- 
nally pointed out that while the pres- 
ent plan may not be wholly effective, 
if it were enforced by all companies it 
would be; furthermore, that it is the 
only plan which the majority of the 
companies have agreed to after many 
meetings. A motion was passed that the 
conference would stand by and reaffirm 
the rules heretofore adopted. 

The committee of companies which 
will represent the conference at the Chi- 
cago hearings follows: National Surety, 
chairman; Aetna Casualty & Surety, 
\merican Surety, Continental Casualty, 
Firelity & Casualty, Fidelity & Deposit, 
Globe Indemnity, Great American In- 
demnity, Indemnity Insurance Co. of 
North America, Maryland Casualty, New 
\msterdam Casualty and United States 
IF & G. While representing the con- 
ference as a body, these companies, of 
course, are not precluded from giving 
their own company views. 





CONTRACT RATE HEARINGS OVER 





Companies and Producers Awaiting Con- 
way’s Decision; Michigan Rate Cut 
May Have Bearing on Situation 

\fter several weeks of conferences 
with Superintendent of Insurance Albert 
Conway over a contract bond rate de- 
crease in New York state, company ex- 
ecutives, agents and brokers are now 
Waiting expectantly for his decision 
which should come sometime next week. 
The final hearing was held on Tuesday, 
attended by’ representatives from the 
Surety Agents’ Association, the Towner 
Rating Bureau, the New York State Lo- 
cal Agents’ Association and the local 
brokers’ associations. 

While Superintendent Conway has giv- 
en no intimation as to what reduction 
will be made in the rate it is possible 
that the New York department may take 
cognizance of the recent rate reduction 
in Michigan on public building bonds. 
In that state the surety is made liable 
for direct action by labor and materials 
men when the contractor defaults where- 
as in New York state except for a few 
small communities this condition 
not prevail. 

MURPHY SUCCEEDS FRENCH 

J. Ik. Murphy this week succeeded C. 
\VW. French as head of the Royal Indem- 
nity’s administrative office in Chicago. 
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To Pay Tribute to N. Y. 
Lien Law Commission 


HOTEL COMMODORE DINNER 





Being Arranged by Building Industry; 
Ex-Governor Smith to Be _ Toast- 
master; Insurance Men Represented 





Insurance men will be well represent- 
ed at a dinner of the building industry 
to be held on June 4 at the Hotel Com- 
modore, New York, under the auspices 


of the Association for the Revision of: 


the New York State Lien Law, of which 
A. L. Carr, vice-president, National Sure- 
ty in Brooklyn, is treasurer. This affair 
will be in the nature of a tribute to the 
joint legislative lien law commission 
which did some good work in the last 
session towards a further revision of the 
mechanics’ lien law. Represented on 
this committee are Senator George R. 
Fearon, chairman; Assemblyman D. 
Mallory Stephens, vice-chairman; As- 
semblyman Jasper W. Cornaire, secre- 
tary; Senator John F. Williams, Assem- 
blyman Meyer Alterman and T. Paul 
MecGannon, counsel. This committee 
will be continued next year. 


Former Governor Alfred E. Smith has 
consented to be toastmaster for the oc- 
casion and this fact alone should assure 
a large attendance. 

Wallace P. Harvey, general counsel 
and vice-president, Fidelity & Deposit, 
is chairman of the reception committee; 
and the other insurance men serving on 
the dinner committees are Spencer Wel- 
ton, vice-president, New York Indemnity 
and Union Indemnity; F. Robertson 
Jones, general manager, Association of 
Casualty & Surety Executives; A. L. 
Carr, National Surety vice-president; 
Jesse S. Phillips, president, Great Am- 
erican Indemnity, and Thomas H. Sil- 
ver, president, Lumber Mutual Casualty. 





J. M. RICHARDSON TRANSFERRED 





To Take Philadelphia Post for Globe 
Indemnity After Three Years as 
Boston Branch Manager 
John M. Richardson, who has been 
New England manager of the Globe In- 
demnity for the past three years with 
headquarters in Boston, is being trans- 
ferred to Philadelphia as resident vice- 
president of the company and branch 
office manager. Mr. Richardson  suc- 
ceeds W. W. Berry, resigned. His ap- 

pointment is effective June 1. 


Beha Extols Hoover’s 
Plea to Cut Accidents 


BACK FROM WASHINGTON MEET 





National Bureau Manager Says Casualty 
Companies Are 100% in Support of the 
President in His Safety Campaign 





Back from the third national confer- 
ence this week on street and highway 
safety in Washington, at which Presi- 
dent Hoover made the principal address, 
James A. Beha, general manager, Na- 
tional Bureau of Casualty & Surety Un- 
derwriters, has come out with the dec- 
laration that the casualty companies, 
with representatives in all the states 
and Canada, will co-operate 100% with 
the President in his campaign to lessen 
the appalling loss of human life in street 
and highway accidents. Mr. Beha was 
accompanied to the conference by Albert 
W. Whitney, associate general manager 
of the Bureau, who is recognized as an 
authority on safety work throughout the 
country. 

Mr. Beha points out that the Nation- 
al Bureau long ago joined in a nation- 
wide safety campaign to cut down the 
death toll due to highway accidents. He 
said: “President Hoover is right when 
he emphasized in his address that ‘there 
has been much effort to better traffic 
conditions but the accident rate, never- 
theless, continues to rise because the in- 
creasing volume of traffic outruns our 
efforts.’ ” 

According to Mr. Beha, fifty-one bu- 
reau companies paid out $112,158,850 in 
losses last year due to automobile mis- 
haps. He said that in an effort to de- 
crease this huge toll the Bureau has 
a comprehensive plan of safety cam- 
paigning in the automobile field and in 
industry generally under the direction of 
Mr. Whitney. In addition, L. L. Hall, 
secretary of the Bureau, and his assis- 
tants are organizing “Save-A-Life” cam- 
paigns throughout the country, This 
work came in for favorable attention at 
the Washington conference. 





NEW BABY GIRL FOR MOBLEY 


Nathan Mobley, assistant secretary, 
United States Casualty, is receiving the 
congratulations of his many friends in 
the business upon the arrival on May 21 
of Miss Eleanor Mobley, his second 
child. Mrs. Mobley and the baby are 
reporting to be doing fine. 
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G. E. Turner Sees New 
Insurance Era Coming 


MARKS DOOM OF OLD THEORIES 





Well Known Chicago Lawyer in Syra- 
cuse Talk Looks Ahead to Labora- 
tory Test Period 





There was food for thought in the 
talk made by George E. Turner, promi- 
nent Chicago insurance attorney, at the 
banquet of the New York state agents’ 
last week at Syracuse in 
which Mr. Turner developed the theme 


convention 


of the meeting “Bringing Ourselves Up 
to Date” 
rapidly 


in keeping with the ever and 
world. He 
pictured the insurance agency as a part 
of the present day method of distrib- 
uting insurance and said that its bid for 


changing business 


existence depended entirely upon wheth- 
er or not that method of distributing 
insurance persisted and lived. 

In the speaker’s opinion the insurance 
agent who builds for the future upon 
the assumption that the business has ar- 
rived at its ultimate status is as short- 
sighted as the manufacturer who builds 
a great plant in such a manner that it 
cannot be adapted to changes in the de- 
signs or the methods of making the 
product which he sells. “It is not enough 
to keep up to date,” declared Mr. Tur- 
ner, “for to live implies adjustment to 
the conditions of the future which lie 
ahead of now.” 


Trial Period for A. A. System 

Although impressed by the talk these 
days about the permanency of the 
American Agency System, he thought it 
would be too much to expect that this 
system will live unless the agents keep 
themselves constantly abreast with 
changing conditions. In this connection 
Mr. Turner quoted Henry Ford as say- 
ing “No matter how good anything may 
be when it is first produced, it will not 
remain good unless its standard be con- 
stantly improved.” 

“That statement is pregnant with 
truth,” he continued. “No matter how 
good the American Agency System may 
have been when it was adopted in the 
infancy of insurance, it will not remain 
good unless it be constantly changed 
and improved. The problem of the 
agents of today therefore is not one of 
maintaining a status but rather one of 
improving the system in the interest of 
the insured who is being swept along 
at terrific pace by a growing, chang- 
ing, economic world.” 

Mr. Turner sees a distinct develop- 
ment just ahead in the insurance busi- 
ness and he told the New York state 
agents that it was one through which 
every great business has gone, is going, 
or must go. In explanation of this 
trend he said: “It is the change which 
comes when the original or first quan- 
tity demand has been measurably well 
supplied and the refinement process for 
higher quality and greater economy sets 
in. Up until now we have been living 
in that insurance era when customers 
were easy to get and easy to keep. Our 
attention has been directed principally 
to the acquiring of great volume, and 
we have been too busy selling in an easy 
market to devote much time or energy 
to improving our product or reducing 
our costs 

Sees Old Era Passing Rapidly 

“That era is passing rapidly—very 
rapidly. Again quoting Mr. Ford: 
‘Whenever the leaders of business find 
the public buying eagerly, the tendency 
is to settle back on the job and let well 
enough alone.’ This statement has a 
peculiarly pertinent application to the 
insurance business. But, the day of set- 
tling back on the job to acquire a great 
volume of business, letting well enough 
alone as to product or method has 
passed. From now on the problem of 
insurance management is one of ‘exert- 
ing every ounce of power’ to the find- 
ing of better ways for applying the in- 
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surance principle to business and devel- 
oping greater economies in so doing. 
Whatever of the old processes stand in 
the wav of such a development, are 
doomed.” 
Laboratory Period Coming Soon 

The high point in Mr. Turner’s talk 
came when he predicted that the lab- 
oratory period of insurance was just 
around the corner from now. This will 
be the period when insurance men will 
begin to test their products not by the 
volume of their sales but by the effi- 
ciency with which they serve to pro- 
mote the interests of the various forms 
of business to which they are applied: 


not by the prices heretofore received 
but by the economies which may be 
effected. 


The speaker told how the electrical in- 
dustry has established its great labora- 
tories at Nela Park, near Cleveland, 
where the greatest minds of the indus- 
try are occupied with testing the theo- 
ries which have formerly been accepted 
as sound and where vast sums of money 
are being spent in recognition of the 
fact that knowledge is growing and 
changing. 

Although insurance has no Nela Park, 
Mr. Turner thought that the business 
should examine and test its present the- 
ories critically for every fault. He pic- 
tured the high priest of insurance as no 
longer the salesman but the scientist. 
“Like all other business, insurance can- 
not stand still,” he said, “but must go 
forward or backward. It will move for- 
ward, but it will not so move by the 
increase in prices or by paying higher 
and ever higher commissions to attract 
the most expert salesmen. Progress 
will come from extending the usefulness 
of the product and increasing the buy- 
ing capacity of the public. 

“The coming of the laboratory period 
of insurance has long been delayed. This 
has been due to the fact that the great 
and ranid strides taken in the develop- 
ment of business and of property values 


have created a quantitative demand 
which has grown so rapidly that it has 
provided the opportunity for a growth 
of insurance so satisfactory that we are 
only now coming into that period when 
the extravagant abundance of business to 
be had no longer taxes the capacity of 
the capital engaged in providing insur- 
ance. 

Fitting Agents Into the New Picture 

“When we arrive at the midst of this 
laboratory period of insurance, it will 
little matter that a company may have 
pursued a given policy until it has be- 
come a tradition. It will matter less 
that groups of companies have joined 
together to protect a given practice. It 
will be wholly unimportant that hereto- 
fore agents have received a given rate 
of commission for writing a given line 
of business. We are at the beginnins 
of the period when all these things shall 
be tested for their efficacy. It does not 
follow that the American Agency Sys- 
tem will not survive the severity of these 
laboratory tests of which we are now at 
the very beginning. Neither does it fol- 
low that the commission-paid American 
insurance agent will not profit substan- 
tially by the tests he is about to un- 
dergo. If his system is right, he will 
emerge with a new refinement, a new 
strength and a fineness which he has not 
known heretofore. If he is consumed it 
will be because he has not discovered 
the way to make himself indispensable to 
the application of the insurance factor 
in American business. 

“The man in the laboratory will not 
be interested in the abstract question 
of whether his commissions are high or 
low, whether there are resident agents’ 
laws, agents’ qualification laws, Mil- 
waukee declarations, separations, or con- 
ferences on acquisition cost. He will be 
interested only to discover how this 


business may move forward = safely, 
speedily, and profitably through the 
process of increasing the insurance 


value of the premium payers’ dollar.” 
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Forgery Bond Manager 
Back From a Long Trip 


$2,000,000 PREMIUM CAMPAIGN 
O. J. Perkins Says That Number of 
Forgeries Is Showing a Constant 
Increase; Tells Why 








O. J. Perkins, vice-president of the 
National Surety, and managing director 
of its forgery bond department, has re- 
turned from a two months’ trip covering 
the principal cities of the United States 
and Canada. He was organizing a $2- 
000,000 premium campaign for 1930. 

In a talk this week Mr. Perkins said 
that there is a greatly increased demand 
for Forgery Bond protection. Stock 





O. J. PERKINS 


market losses, unemployment and _ hard- 
ening of credit are responsible for a sub- 
stantial increase in the number of for- 
geries. 


“Forgery bond agents never had so 
great an opportunity for writing large 
policies,” he said. “During my trip I 
also checked up on our great increase in 
forgery claims which are coming in at 
the rate of one every twenty minutes of 
the working day; and I partly reorgan- 
ized our field forgery force in order to 
furnish agents with effective ammuni- 
tion for an aggressive new selling cam- 
paign. 

A Menace to Returning Prosperity 


“During my sixty day trip I found 
bankers and business men greatly per- 
turbed at the losses due to forged and 
altered negotiable paper. In practically 
all sections of the country, but more 
particularly on the Pacific Coast, the 
ever mounting losses from this form of 
crime are a real menace to returning 
prosperity. 

“Because of the increase of forgery, 
due to the business depression, our for- 
gery bond department is showing a sub- 
stantial rise in production, and it is evi- 
dent that the business public appreciates 
more than ever the need for forgery in- 
surance against losses of this character. 
My itinerary included practically every 
large city and enabled me to make ad- 
justments, changes and_ promotions, 
which will be of lasting benefit to our 
company. In an endeavor to further 
clarify our revised sales policy, as well 
as any other matters considered neces 
sary to bring to the attention of our 
Forgery Field Force, the company con- 
templates holding a National convention 
in Chicago in July.” > 

Mr. Perkins was born in Baldwins- 
ville, N. Y., and began his selling career 
at an early age, rising rapidly to of 
ganization and promotion work in the 
sales field. Some of his early connec- 
tions were the Oliver Typewriter Co. 
Chicago; Columbia Mills, Inc., New 
York City; Goodrich Tire & Rubber Co. 
Akron. He entered the forgery_ bon 
field in 1921 for the National Surety 
in Washington, D. C. 
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When He Started To Advertise 


Here is the story of an agent who 
credit to advertising for the 
greater part of his success in building 
up a sizable volume of automobile in- 
surance. — His name is John B. Field, 
representing the Century Indemnity at 
Auburn, N. Y., and his experience is all 
the more impressive when it is known 
that for his first six years in the busi- 
ness he did little or no advertising. His 
production last year was 50% more than 
he had anticipated, this increase being 


gives 





JOHN B. FIELD 


largely due to his direct mail activities. 
If anyone were to ask Mr. Field today 
about those years of no advertising he 


would frankly say that they practically 


amounted to wasted time on his part and 
the loss of thousands of dollars of di- 


rect benefit to his agency—all because 
he did not use the newspapers and the 
mails to keep his name before the in- 
surance buyers of Auburn. 

A Quick and Steady Response 

Now let’s see what Mr. Field accom- 
plished when he launched into a direct 
mail campaign for business. Last Aug- 
ust after two years of experimentation 
in various types of sales appeal he se- 
lected 3,000 names from the New York 
state automobile registration bureau list 
of 14,000 car owners. He had his eye 
out for business men, property owners 
and persons with good. positions, know- 
ing that they could afford to carry in- 
surance. Two messages were sent that 
month to this mailing list, both on the 
subject of the new automobile financial 
responsibility act. Each contained the 
business reply card feature. 

As a direct result Mr. Field wrote 174 
policies mostly automobile liability and 
property damage and also got in touch 
with about 150 prospects for other auto- 
mobile lines. He also noted that his 
production in fire insurance on buildings 
and furniture took a big jump and in 
one instance he arrived when the pros- 
pect was considering the purchase of a 
certain house and Mr. Field stepped in 
to handle the real estate deal with a re- 
sultant $210 commission for himself. 

His Office Crowded With Prospects 


In all he received back more than 300 
reply cards; produced $2,558 in new 
business; had so many prospects that on 
one day during August thirteen persons 
crowded around his counter filling out 
applications and on the last day of the 
month he had them standing in line 
waiting to be served. Returns were still 
coming in three and four months after 
his original letter was sent out. Not 
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since last summer has he been out of 


prospects to call upon. 
An Inspiration to Other Agents 


The home office of the Century In- 
demnity was so keenly interested in the 
success of Mr. Field’s efforts that he was 
featured as an inspiration to other pro- 
ducers in a recent number of the 
monthly house organ, “The Messenger.” 
Mr. Field did not claim to have un- 
earthed any new ideas on direct mail 
advertising. He simply had been con- 
vinced that persistent advertising to a 
selected group of car owners was bound 
to bring the desired results to the agent 
and the companies he represents. 

As an interesting comparison the 
above table shows the amount of new 
business produced by Mr. Field month 
by month during 1929, the months of no 
advertising showing a considerable drop 
in production below those during which 
he did make his name and _ service 
known. 





CAHILL ASSOCIATE EDITOR 

Rk. P. Cahill, formerly associate editor 
of the “Drug Trade News,” has joined 
the staff of the “American Agency Bul- 
letin,” the weekly publication of the Na- 
tional Association of Insurance Agents. 
Mr. Cahill is a Canadian by birth, hav- 
ing been a resident of St. Johns, New 
Brunswick. He is a graduate of the 
University of New Brunswick. 
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VIRGINIA RATE HEARING 





Compensation Rate Increase of 8.4% 
Petitioned Before State Commission 
to Cover Increased Benefits 
The petition that compensation rates 
in Virginia be increased 84% effective 
July 1 to cover increased benefits al- 
lowed under the amended workmen’s 
compensation act was before the state 
corporation commission at its hearing 
yesterday. Certain minor changes in 
rules and regulations were also asked by 
the companies writing this line in Vir- 

ginia, 

Last week the American Mine Own- 
ers’ Casualty and the Bituminous Casu- 
alty, chief coal mine carriers, intervened 
in the rate case with the understanding, 
however, that they would be granted fur- 
ther time if they were not ready on the 
date set for the hearing. These com- 
panies asked for an increase in rates 
of 8.6%, also effective July 1. 


N. J. CASUALTY OUTING 

The Casualty Underwriters’ Associa- 

tion of New Jersey will hold its annual 

outing on June 12 at the Cresmont Golf 

Club, West Orange. Frank W. Franzen, 

resident vice-president, Commercial Cas- 

‘ ualty, is chairman of the committee on 
arrangements, 


OLD TIMER STILL RUNS 
An automobile built in 1911 is. still 
being used every day in Goliad, Texas. 





Club House 





‘Business As Usual’’ 


i TERE 


Administration Building 


Agents and Brokers— 


Power Plant 


“Hand Picked Personnel” 


Maryland Casualty Company picks its employees for the bigger jobs from hundreds of trained 


applicants. Each one is chosen with your welfare and convenience in mind. 


You will find it an actual pleasure to do business with the old and strong Maryland, that can 


easily handle all your Casualty and Bonding lines. 


Maryland Casualty Company 


Baltimore 


Print Shop 


Garage 
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Feature H. & A. Meet 


COMPLETE PROGRAM IS READY 








Delegates at Wawasee, Ind., Affair to 
Be Greeted by Commissioner Wy- 
song; Large Attendance Expected 





Everything is in readiness for the big 
annual convention of the Health & Ac- 
cident Underwriters’ Conference from 
June 3 to 5 at Wawasee, Ind., which 
starts off with an address of welcome 
by Clarence C. Wysong, Indiana insur- 
ance commissioner, followed by the pres- 
ident’s address of T. Leigh Thompson, 
vice-president, National Life & Accident. 
Informal discussion on problems of the 
accident and health business and round 
table talks will largely prevail during the 
business sessions of the meeting. The 
first discussion is on “The Responsibili- 
ties of the Insuring Public to the Acci- 
dent and Health Company and Agent” 
after which V. M. Ray will give the 
report of the entertainment committee; 
Harold R. Gordon, executive secretary, 
the report of the treasurer, and Frank 
P. Proper, the report of the member- 
ship committee. 


The entertainment activities for the 
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afternoon of the first day will include 
a bridge and tea for the ladies, the first 
round of a 36-hole golf tournament and 
a speed boat trip on Lake Wawasee for 
non-golfers. In the evening the execu- 
tive committee will meet. 


Program the Second Day 


The second day of the convention 
opens with an address by J. P. Collins, 
agency supervisor, National Casualty, on 
the topic “The Responsibilities of the 
Accident and Health Agent to the Pub- 
lic and His Company.” This is to be 
followed by round table discussions on 
the following problems: 

“Is the So-Called ‘Non-Cancellable ‘Term’ 
Clause a Desirable Provision in Our Policies?” 
—Introduced by George F. Manzelmann, agen- 
cy director, North American Accident. 

“To What Should Agents Adjust 
Claims?’’—Introduced by John Patterson, pres- 
ident, Midland Casualty. 


Extent 


“Should Renewal Premiums Be Increased at 


the Older Ages?’—Introduced by Harold R. 
Gordon, executive secretary, Health & Acci- 
dent Underwriters’ Conference. 


In the afternoon golfers will complete 


the final eighteen holes of their tourna- ; 


ment, the ladies will make a trip to a 
quilt, factory and non-golfers will take a 
sight-seeing trip around Lake Wawasee. 
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The annual conference banquet will be 
a gala occasion that evening with the en- 
tertainment furnished by courtesy of the 
Lincoln National Life. 


Election of Officers 


C. O. Pauley, secretary, Great North- 
ern Life, Chicago, leads off the program 
on the third day with an address on 
“The Responsibilities of the Accident 
and Health Company to the Public and 
to the Agent” followed by an informal 
discussion. Then come the reports of 
the various committees, including griev- 
ance, credentials, auditing, legal, legis- 
lative, educational and publicity. 

The following topics will be discussed 
at the final round table meeting: 

“To What Extent Should ‘Not-Covered’ Pro- 
visions Be Used in Our Policies?”—Introduced 
by Chester W. McNeill, Acci- 
dent. 

“In What Policy Forms 
Provisions No. 17 and No. 
Introduced by P. H. 
Bonding. 

“What Will Be the Effect of the Standard 
Provisions for Disability Benefits in Life Pol- 
icies?”’—Introduced by George W. Young, Jr., 
Inter-State Business Men’s Associa- 
tion, Des Moines. 


Massachusetts 


Should Standard 
20 Be Used?”— 
Rogers, Massachusetts 


Accident 


The convention will close with the re- 
port of the nominating committee and 
election of officers. 











rated up considerably. 


the facts to Continental. 


to bring his client 
into the Home Of- 
fice, where an ex- 
amination proved 
the applicant physi- 








‘Commission Won y 


With Service 


MIDWESTERN concern wished to in- 

sure the life of its general manager. 

- was past 50 and had recently undergone a major 
operation. The risk was declined by one com- 
pany, and although accepted by another, was 


The agent handling the business felt that the 
high premium was unjustified and, anxious to 
serve the best interests of his client, submitted 
Our investigation sup- 
ported the agent’s opinion and he was invited 


Continental 


Bete 





cally fit. 
He 


This incident illustrates the type of coopera- 
tion Continental offers fieldmen. 
facilities of these Companies, the services of 
their capable officials and the efforts of their 
1,000 employees are always available to agents 
seeking greater success. 


Continental Casualty Company 
Assurance Company 


CHICAGO . ‘ . . 


Continental then issued the insurance 
and the agent profited to the extent of more 
than $1,000 in commission, and in an improved 
relationship with his client. 
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Hew a Dramatist 
Looks at 
Car Driving 


George Bernard Shaw, famous dram- 
atist, was recently quoted by the New 
York “Times” on his opinion as to motor 
vehicles and speed driving. He said: 

“A motor vehicle, like any other heavy: 
object, is dangerous the moment it be- 
gins to move. The common assumption 
that a steam roller or motor bus if driven 
carefully over a baby at two miles an 
hour will not hurt it, while a sport car, 
which at sixty miles an hour or so be- 
comes supercharged and attains the ve- 
locity of light or thereabouts, will man- 
gle and slaughter the same baby, is er- 
roneous. 

“An intelligent baby would prefer the 
sport car. Safe motor cars are imagi- 
nary, as are safe wheel barrows, guns, 
skates, kitchen boilers or razors. But 
they can be made safe enough to be 
tolerated when they are under the con- 
trol of intelligent, considerate and able- 
bodied persons, What is to be consid- 
ered is not the conduct of cars but the 
conduct of drivers. No expert fears a 
well-driven car, however fast. All fear 
an ill-driven car, however slow.” 


FEATURE ENGINEERING SERVICE 














Booklet Prepared by Barber & Baldwin 
Descriptive of Set-up of Its Engi- 
neering Company 

Barber & Baldwin, pioneer aviation un- 
derwriting managers in New York City, 
has prepared a pamphlet describing the 
set-up and scope of its affiliated engi- 
neering company which has been built 
up from a nucleus of consulting engi- 
neers. Consisting now of a group of 
part and full-time engineers stationed at 
strategic points throughout North and 
South America, this engineering com- 
pany has been of real service to the un- 
derwriting agency in its advice on avia- 
tion conditions and in the preparation 
of special work and reports. 

A new feature of the service is two 
superintendent pilot-engineers, mounted 
on airplanes, who will cover the entire 
territory, co-ordinating the efforts of 
the local engineers. One of the recent 
additions to the Barber & Baldwin en- 
gineering staff is Pendleton Edgar, ex- 
perienced pilot and engineer who inves- 
tigated 2,000 aircraft accidents last year 
as chairman of the Department of Com- 
merce accident board. 


PERRY AGENTS ENTERTAINED 








Winners in Contest Given Trip to Mary- 
land Casualty Home Office; Four- 
teen in Party 
The third annual pilgrimage of agents 
of the G. W. Perry Co. of Elmira was 
made to the Maryland Casualty home 
office in Baltimore last week. These 
agents were winners in a contest con- 
ducted by the Perry organization and 
the trip was a reward for their success. 
The entertainment on behalf of the 
Maryland included a banquet, country 
club luncheon, sightseeing trip around 

Baltimore and a visit to Annapolis. | 

The following agents made the trip: 
3vron Both, Olean; Milton Franz, Corn- 
ing; John Herrington, Gorham; Aden 
Hill, Whitney Point; John Keller, Shef- 
field, Pa.; Bruce Clark, Eldred, Pa.; W. 
A. Ham, Galeton, Pa.; Bartlett Holcomb, 
Binghamton; John Ibbottson, Cortland; 
C. V. Eberl, Bolivar; P. E. Decker, Ath- 
ens, Pa.; Addison Wood, Prattsburgh, 
Pa.; Charles W. Perry, Elmira, and 
Mont Heneghan, Olean. 


KELSO RICHMOND MANAGER 

Charles A. Kelso, Jr., has been ap- 
pointed manager of the Century Indem- 
nity claim division at Richmond, Va. 
Mr. Kelso is a native of Baltimore and 
for a time was on the faculty of the 
Baltimore High School. He was pre- 
viously with the Maryland Casualty as 
a claim adjuster. Since the first of this 





year he has been an adjuster for the 
Century in New York. 
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Public Relations Talk 
By Henry Swift Ives 


BEFORE DETROIT FIELD CLUB 





Sees Public Ignorance At Root Of Most 
Of The Troubles In The Casualty 


Insurance Business 





Henry Swift Ives, special counsel, As- 
sociation of Casualty & Surety Execu- 
tives, gave another strong talk in favor 
of a public relations campaign at the 
banquet of the Casualty & Surety Field 
Club of Detroit last Friday, stressing 
that fact that most of the troubles in the 
casualty business were due to public ig- 
norance and that this feeling would have 
to be changed into public understanding 
before the business can feel certain that 
eventually it will not become the chief 
victim at a socialist barbecue. 

Mr. Ives pointed out that one of the 
chief aims of the Association of Casualty 
& Surety Executives is to help in com- 
batting such problems as government 
ownership, excessive state regulation, 
compulsory automobile insurance and the 
political pirating of the insurance idea. 
“It is our task to point the way as far 
as it is possible for a united effort on 
the part of the companies and _ their 
agents: looking to the information and 
education of the public in regard to our 
business,” he declared. 


To Embark On Campaign Soon 


_He went on to say that the Associa- 
tion has already surveyed the field and 
expects to embark on a campaign with 
these objectives in view as soon as prac- 
ticable, believing that this sort of ac- 
tivity is of paramount importance. 

“In seventeen states we have felt the 
blight of government ownership in the 
workmen’s compensation business,” con- 
tinued Mr. Ives, “and its spread is a 
constant threat. Bureaucratic regulation 
of rates and practices is becoming more 
drastic every year—so drastic indeed 
that at times we do not know whether 
we are actually running our own busi- 
ness or are little better than marion- 
nettes dancing attendance upon dynastic 
politicians. Proposals for compulsory 
automobile liability insurance harass us 
on every side, and in whatever form they 
are put forward these schemes tend to 
sive governmental authority an addition- 
al strangle-hold on our affairs. 

“Despite the gradual shrinking of the 
zone of our freedom of action, however 
and despite the tendency towards the 
socialization of our business, the institu- 
tion of insurance continues to remain a 
monument to individualism and its out- 
standing remaining landmark in our 
supposedly democratic society. It hasn’t 
yet been submerged by an orgy of rules 
and decrees, by confiscation and threats 
of confiscation or by political piracy of 
its fundamental principles.” : 








TWO CEASE WRITING 


The American Underwriters Health & 
Accident and the Plymouth Casualty, 
both of Springfield, lll., have ceased 
operations. Alvin S. Keys of that city 
has been appointed receiver. They were 
assessment accident and health associa- 
tions. 





MICHIGAN ACTION TAKEN 





Acquisition Cost Body Cuts Commission 
on Public Building Bonds to 20% 
Following Rate Decrease 
The Conference on Acquisition & 
Field Supervision Cost for Fidelity and 
Surety Business voted at its mecting 
last week in New York City to reduce 
the commission on public building con- 
struction bonds in Michigan from 30% 
to 20% in keeping with the action of 
Commissioner of Insurance Livingston 
in ordering a reduction in public build- 
ing bond rates from 1%% to 1%. This 
situation has aroused considerable in- 
terest in surety circles in view of the 
effect the commissioner’s action may 
have on public building bond rates in 

other states. 


NEW DIRECT MAIL DRIVE 





Standard Accident Prepares Burglary 
Folders, Letters and Ads for Use in 
Summer Months 


The Standard Accident has prepared a 
new direct mail campaign on burglary 
insurance. Consisting of five mailings, 
four folders and one personalized letter, 
the campaign dilineates the ease with 
which modern house-breakers work, and 
the improbability of recovering stolen 
goods even if the thieves are captured. 
The folders are titled “Pardon, My Mis- 
take,” “In the Wee Small Hours,” 
“Who's There?” and “A Guard at Play- 
time.” C. E. Rickerd, advertising man- 
ager, is in charge of the direct mail 
department. 

One of the folders would hardly be 
suspected of being a sales proposition at 
first sight. It is “A Guard at Playtime” 
and the art work on the front cover, ex- 
ecuted in yellow, green and purple, is of 
a laughing masque. The tie-up with this 
design in the copy, however, brings out 
the idea that during the vacation months 
when a prospect is earning a much-need- 
ed rest away from home, his house is 
left completely unguarded unless he has 
adequate burglary insurance protection. 

In addition to the folders and the per- 
sonalized letter which will contain all 
the salient points brought out in the 
folders, the Standard Accident has pre- 
pared a series of newspaper advertise- 
ments and four blotters to be used by 
agents in contacting their prospects by 
direct mail. 





COMPENSATION FOR IMPOSTER 


Brother of Experienced Man Obtained 
Job But Was Injured; Supreme 
Court Splits Evenly on Suit 
An employe who gained his position 
by fraud may nevertheless be awarded 
compensation for injury, according to the 
Michigan law. The state supreme court, 
by splitting evenly on the subject, has 
upheld the compensation commission of 

the state in this decision. 

William Ganga secured employment in 
the Ford plant at Iron Mountain by 
claiming to be his brother, Carmen 
Ganga. The Ford company was rehir- 
ing at the time only old employes and 
was giving them preference and greater 
responsibility in the plant organization. 
Young Ganga, after his employment un- 
der the name of his brother, told his 
foreman of the deception, it was brought 
out, and was still retained on the pay- 
roll and given hazardous work. Justice 
Butzel’s opinion was to the effect that 
“workmen’s compensation is a charge 
borne by industry and is reflected in the 
cost of production.” Under such cir- 
cumstances it was claimed that Ganga 
was entitled to protection the same as 
employes who had not used fraud in 
securing employment. 

The opposition claimed that Ganga ob- 
tained a better compensation rate than 
he was entitled to by the deception. 








NOT READY FOR DEMERIT PLAN 





Feeling in Bay State That While Good 
in Theory It Would Not Work 
Under Compulsory Act 
A bill to establish a demerit system 
of rating under the Massachusetts com- 
pulsory act is not meeting with much 
support at this time. The feeling is 
that while the bill is good in theory 
it should not be adopted now; that it 
would be better to enact such legisla- 
tion if and when the present compulsory 
law is repealed and a financial responsi- 

bility law substituted for it. 





AGENT HAS BIG FOLLOWING 

F. D. Dill, agent of the Employers’ 
Liability in Eastham, Mass., has built up 
such a following among the motorists of 
his town that out of 174 cars owned he 
instires 163 of them. But that isn’t all; 


of the fourteen Eastham automobiles in- 
volved in accidents during 1929, nine of 
them were not insured by him, 
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America’s Most =* 
Interesting City 
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Settled by the French, domi- 
nated by the Spanish, sold to the 
United States, Capital of the Cool shadowed court- 
Confederacy, victim of the Re 
construction — the echoes of a 
glorious past are still audible 
above the busy hum of a pro- 
gressively modern city. 


flagged 
bright 


flowers, green trees and 


yards; stone 


Spanish patios; 
other evidences of eter- 
nal summer; restaurants 
world famed for their 
cuisine; the French Quar- 
ter of a Creole city which 
has flourished under four 
No other 
city in America offers so 
much and offers it so 


governments. 


We are chiefly concerned 
with New Orleans as the home 
and birthplace of Union Indem- 
nity Company (shown above). 
For, in less than a decade around 
this division of the Insurance Securities Group, a fleet 
of companies has been molded writing all kinds of in- 
surance and represented in every state in the Union, 
from Maine to California and from Canada to the Gulf. 


freely. 


When you come to New Orleans, be it business or 
pleasure, let this Company show you the intimate de- 
tails not found in the guide books. Let us tell you the 
stories best known to the people who live here. 


i ! Company 
Union Invemniry 
A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 


New York Indemnity Company 


Detroit Life Insurance Company Iowa Fire Insurance Company 


Union Title Guarantee Company, Inc. La Salle Fire Insurance Company 





Bankers & Merchants Fire Insurance Company Union Title and Trust Company, W. B. P. 


EXECUTIVE OFFICES UNION INDEMNITY BUILDING NEW ORLEANS 100 MAIDEN LANE NEW YORK 
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National Bureau Casualty Exhibit 


(Continued from Page 36) 


rate level be determined on the aver- 
age experience of the three latest pol- 
icy years, and the difficulty in obtain- 
ing official approval of necessary rate 
increases. The feeling is abroad that 
underwriting losses of such dimensions 
will eventually undermine the stability 
of the carriers unless state officials show 
real statesmanship by giving speedy ap- 
proval to necessary rate increases. After 
all, insurance which is so vital to the 
well-being of the country should not be 
the football of politics. 
Lines Showing A Profit 

The burglary line came through the 
past year with an underwriting profit 
of $4,744,380 or 15.2%, not so great as 
in 1928 to be true, but a result which 
indicates the continued improvement in 
crime conditions throughout the country 
despite newspaper reports to the con- 
trary. Similarly, the 1929 exhibit points 
to a profit in the plate glass line of $1,- 
015,969 or 8.7% as compared with a gain 
of 14,4% the previous year. As was ex- 
pected, the rate reductions of the past 
two years brought the rate of gain in 
this line down more clesely to the per- 
missible of 5% allowed for profit and 
margin of safety on account of changes 
in the prices of glass. 

The profit in surety lines dropped from 
11.5% in 1928 to a loss of 3.6% last year. 
The fidelity line also produced a loss 
of 3.5% as compared with a gain of 5.7% 
in 1928. The sizeable increase in losses 
in these lines is attributed to strained 
financial conditions of last fall and the 
virtual collapse of the real estate mar- 
ket about the: middle of the year. And 
it is a fact that losses under mortgage 
guarantees had considerable effect on the 
surety loss ratio. In net premium vol- 
ume surety showed an aggregate gain 
of less than a million dollars while fi- 
delity went more than $4,000,000 ahead 
of 1928. 

Auto P. D. and Auto Collision Results 

Both automobile property damage and 
automobile collision produced a prokt 
last year respectively of 1.3% and .2%, 
both indicating a falling off from the 
encouraging. gain of 6.2% and 1.9% of 
1928. Here again the effect of the ap- 
plication of the 10% merit rating plan 


to the P. D. line is seen. Property dam- 
age and collision other than automobile 
produced an underwriting gain of 23.0%, 
a bit of sunshine in an otherwise gloomy 
picture. 

The underwriting loss in health insur- 
ance was 4.7% last year, an improve- 
ment over the 6.9% loss the year pre- 
vious. The exhibit shows an underwrit- 
ing loss for the accident line of 2.0% 
as compared with 1.6% underwriting gain 
for 1928. 

Another favorable trend was in engine 
and machinery, which line rebounded 
from its underwriting loss of 5% in 1928 
to a profit of 15.0% last year. 

The year’s figures by lines of business 
are: 


Line of Premiums Underwriting Loss 
Business Earned Amount % 
Accident ....... $38,710,118 $775,828 2.0 
le ee 18,657,196 868,969 4.7 

Pe eT 150,184,917 3,938,798 2.6 
Other Lia. ...... 55,380,908 4,095,106 + 7.4 
oo ee 147,337,972 16,503,750 11.2 
Fidelity oscccces 39,488,479 1,377,464 3.5 
Te 51,636,460 1,917,375 a7 
Plate Glass ..... 11,665,404 1,015,969 f 8.7 
COS 31,377,237 44,744,380 15.2 
Steam Boiler 6,843,912 122,713 1.8 
Eng. & Mach.... 3,712,239 ¢ 557,936 15.0 
Auto: Po Ds o.66s-« 51,775,813 + 684,039 ics 
ate Coll... sic 10,249,959 Ff PY 


+ 
+ 
26,442 Ff 
Other P. D. and 
+ 
+ 
¢ 


2 ees eae 2,412,904 + 555,013 23.0 
ENO SxseesGeen 2,518,125 31,537 Ls 
Sprankler <0: sa 1,114,834 224,229 201 
Miscellaneous 221,259 f 153073 6.8 


AO SSeS $623, 287,73 736 $1 3,618,247 

¥ Underwriting Gain. 

The incurred loss ratio by classes, eX- 
clusive of claim expenses, is given as fol- 
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BANKERS HEAR FORGERY TALKS 
J. B. Higgins of U. S. F. & G. Speaker 
at Westchester County Meeting; 
Handwriting Expert Also Present 


In its campaign to combat forgery the 
United States F. & G. has recently giv- 
en another educational lecture before a 
large banking group, the occasion be- 
ing at a meeting of Westchester county 
bankers in the White Plains Belmont 
Hotel. James B. Higgins of the New 
York office of the United States F. & 
G., spoke on the methods and tricks of 
forgers and on the precautions neces- 
sary to be taken to ward them off. He 
said that forgery losses are increasing 
and are now reaching out to the smaller 
communities while the total volume for 
the whole country is enormous. 

The bankers also heard from 
O. Osborn, nationally known handwrit- 
ing expert. Mr. Osborn, because of his 
technical knowledge, pointed out valu- 
able information concerning the detec- 
tion of forged instruments. Both talks 
were accompanied by lantern slides. 

In the past several months three sim- 
ilar meetings have been addressed by 
Mr. Higgins and Mr. Osborn. The Irving 
Trust Co. assembled 200 employes in 
the Merchants’ Association Hall in New 
York and the Manufacturers’ Trust Co. 
held a meeting of 400 in the Federal 
Reserve Bank Auditorium. A meeting 
was also held at the Rockville Country 
Club by fifty-nine banks, members of 
the Nassau county bankers’ round table. 
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Taylor & Golder Co., one of the larg- 
est agencies in South Norwalk, has been 
appointed agents for the Bankers’ In- 
demnity of Newark. 


FRENCH AND STERLING DINED 





Long Service of Aetna Life Agents Is 
Lauded by John S. Turn; Presented 
With Service Plaques at Luncheon 
John S. Turn, vice-president, Aetna 

Life & Affiliated Companies in New 

York, together with other executives and 

department managers, were the hosts to 

A. H. French and Charles A. Sterling 

of the firm of French & Sterling, Inc., 

at a luncheon last week in honor of the 
completion by Mr. French of thirty-six 
years of continuous association with the 

Aetna Life Companies and by Mr. Ster- 

ling of thirty-two years of service with 

these companies. They were both award- 
ed the Aetna Life bronze service plaque 
and received congratulatory letters from 

President Brainard, Vice-President Moo- 

ney and others at the home office. 

It was in May, 1894, that Mr. French 
entered the employ of George C. Ster- 
ling, then manager of the Aetna’s acci- 
dent department at 62 Will'am street. 
Four years later in June Mr. Sterling 
joined the Aetna and in October, 1902, 
George C. Sterling, Mr. French and 
Charles A. Sterling formed the firm of 
Sterling, French & Sterling which act- 
ed as accident department managers for 
the Aetna. 

Later this firm was dissolved and the 
firm of French & Sterling, Inc., was 
formed, George Curt’s Sterling continu- 
ing his association wit the Aetna as an 
individual. Mr. French ‘as always been 
one of the foremost producers of acci- 
dent insurance in the cowm.try, and to- 
gether with Mr. Sterling has built up 


a substantial agency and brokerage vol- 
ume of miscellaneous casualty, fire and 
life lines. 








— strength and years of 

experience—both necessary for the 
successful writing of casualty insurance 
and surety bonds. 


ROYAL INDEMNITY COMPANY 


150 WILLIAM STREET 
NEW YORK 





N. J. CASUALTY APPOINTMENTS 

The following New Jersey agency ap- 
pointments have been announced by B. 
Victor Cranston, resident vice-president 
and New Jersey state manager of the 
Consolidated Indemnity & Insurance; 
Paul T. McKee, Atlantic City; Jennie 
Evans, Palisade Park; George S. King, 
Passaic; Thomas F. White, Summit, and 
A. Pedevillanno, Clifton. 














FRANKLIN 
SURETY 
COMPANY 


123 William Street 
New York 


Fidelity & Surety 
Burglary 
Plate Glass 
General Liability 
Automobile Liability 


Traders Protective 
Bond 

















J. S. KAHN APPOINTMENT 

J. S. Kahn of Raleigh, N. C., has been 
appointed state agent for Maryland and 
the District of Columbia for the Broth- 
erhood Accident Co., with offices in the 
Equitable Building in Baltimore. Mr. 
Kahn was formerly with the Sun Life 
of Canada. 








W ORKING with its agents 
in building a closely-knit, effi- 
cient organization, the United 
States Fidelity and Guaranty 
Company continues an unin- 
terrupted successful growth. 


A fair attitude toward settle- 
ment of claims is productive of 
a high regard and good-will 
among both agents and as- 
sureds. 


Through the Fidelity and 
Guaranty Fire Corporation, 
you can write fire, automobile, 
tornado and allied lines, in ad- 
dition to specialty lines. 


UNITED STATES 
FIDELITY & GUARANTY 
COMPANY 


BALTIMORE - MARYLAND 





ALLIED COMPANY 


FIDELITY & GUARANTY 
FIRE CORPORATION 
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